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Director: Eldon E. Baker
The purpose of this study was to investigate whether: (l) 
subjects scoring high in particular personality characteristics 
measured by the California Psychological Inventory (C.P.I.) 
would be more persuasible during a manipulated fear state than 
subjects scoring low in those personality characteristics and 
(2) subjects would be more persuasible during a manipulated fear / 
state than during a non-fear state.
Personality scores, operationalized as representing 
independent variation during the experiment, served as a basis 
for matching experimental and control subjects. Indices of 
fear constituted dependent variation during the experiment. 1
A fear state was created artifically by giving experimental 
subjects failing grades on an important examination which counted 
33 1/3 per cent of their final grade in a university course.
Validity of the experimental manipulation was ascertained during 
a series of pilot studies, Content analysis of subjects self- 
reports and observational-techniques employing video-tape apparatus, 
the major validity estimation procedures, indicated that the fear 
state was created. During the manipulated fear condition, an 
associate, introduced as a market researcher, presented a persuasive 
message designed to generate attitude change. A series of semantic 
differential scales were used to measure attitude change.
Statistical analyses on data from the "market research study" 
indicated that subjects who scored high in the personality char­
acteristic of poise, ascendency and self-assurance were more 
persuasible than subjects who scored low on the particular char­
acteristic during the fear state. None of the remaining personality 
characteristics were associated statistically with increased 
persuasibility during the manipulated fear condition: (1) social­
ization, maturity, and responsibility, (2) achievement potential 
and intellectual efficiency, and (3) intellectural and interest 
modes. Data analyses, after subjects were matched on the basis 
of C. P . I. scores, revealed that experimental subjects were 
more persuasible when exposed to the manipulated fear condition 
than control subjects exposed to the non-fear condition.
A major conclusion reached by this investigation was that 
personality is most likely a key random variable which should be 
considered empirically in communicology experiments*
vi
CHAPTER I
BACKGROUND AND STATEMENT OF THE PROBLEM
Research dealing with fear, or threat, arousal has typically 
yielded inconclusive results. The reasons for discrepancy may be 
inherent within the context of the research design.
Research procedures utilizing threat* have generally attempted 
to either associate undesirable practices (e.g., smoking) with 
negative consequences (e.g., lung cancer), or to assoicate 
desirable practices (e.g., brushing teeth) with avoidance of 
negative consequences (e.g., cavities). In other words, the content 
of a message has been usually directed toward depicting a state of 
affairs in which the goals, security, or values of an audience seem 
threatened. After making the association, recommendations are 
offered for attitude change, or for action to be taken, to avoid 
the undesirable consequences.
It would appear that most studies have conceptualized fear 
as a "unitary variable" that would be able to be fixed and held 
constant at all times, across any field, to yield consistent 
results. Research results have shown quite the opposite, that
*For the purpose of this study threat and fear will be used 
synonomously.
is, fear is not a unitary variable, but a variable which varies 
across the social context in which fear is relevant. Conflicting 
results have typically been explained in terms of fear as an 
independent variable. Different conclusions have been given 
because different results have been gained from the particular 
independent variable used. For instance, Janis and Feshbach, 
(1953); Goldstein,(1959)j and Janis and Terwilliger, (1963), 
imply that the less threat implied in a message, the more the 
persuasive effect. Conversely, Berkowitz and Cottingham,(1960); 
Leventhal and Niles,(1964), (1965); Niles, (1964); Leventhal, et al,
t
(1965); and Singer,(1965), have implied that the more threat 
inherent within a persuasive message the more resulting attitude
change.
Although the results of research studies investigating the 
relative effects of fear have been conflicting, there has been 
little attempt to establish empirically why opposing results 
occur. If the resultd indicate that fear is not a unitary 
variable because the results have not been consistent, the fault 
may lie, not with the independent variable of fear, but rather 
with some "intervening variable" not held constant in the con­
flicting studies. It is the author's contention that an in­
tervening variable may be the reason for the confusing results 
gathered by prior research experiments dealing with fear. This 
intervening variable could be personality. Personality is
generally thought to be a variable that can be eliminated by *
3
randomization. This study sought to illustrate that personality 
was a variable that randomization could not account for in a 
small-sample experiment. Therefore, this study will seek to 
answer the question} To what extentare certain personality 
characteristics associated with persuasibility during a fear 
state?
Before proceeding further into the design and method of 
 ̂ . 
this particular experiment, it seems desirable to clarify five
general areas of interest: (1) the relation of anxiety and fear,
(2) irrelevant fear, (3) fear and personality, (4) personality
and persuasibility, and (5) personality measure.
Relation of Anxiety and Fear 
When certain defense mechanisms influence a human to react 
to painful or threatening stimuli, certain patterns of responses 
occur as spontaneous reactions. 'These responses may occur as 
overt reactions, as covert bhemio-physio reactions within the 
human reaction mechanism, or both. Observers of these responses 
tend to categorize the responses into two correlated groups of 
fear and anxiety. When these reactions develop in the presence 
of a stimulus which may be perceived as "realistically threatening", 
fear rather than anxiety is produced (Maher, 1966). The term 
"anxiety", although somewhat more loosely defined, is generally 
used to refer to the same reaction pattern as fear when it is made 
in the presence of stimuli which are not intrinsically threatening. 
Anxiety, then, refers to the fear response when it is made to
stimuli which elicit its physiological manifest reactions on the
. >
basis of past learning (Maher, 1966).
Both fear and anxiety although closely related differ 
primarily with regards to stimuli or a stimulus, that elicits 
the response in the human reaction mechanism. To categorize the 
power of a stimulus which elicits either fear or anxiety is 
difficult to do, Therefore, most psychological clinicians tend 
to categorize the two by what appears to be normal behavior for the 
general population (Maher, 1966), For example many people are 
anxious while flying. They may be tense, and do not relax until: 
their flight is over. This is not regarded as psychopathological 
and therefore not deviant. Other people, however, may not fly 
at all, but upon seeing an airplane may experience acute anxiety 
symptoms. This may be regarded as psychopathological, Anxiety 
may nevertheless be transformed into fear. Fear involves certain 
chemio-physio responses of the body that are also common to anxiety. 
Fear simply has an increased number of the life elements in common 
plus some additional ones. Therefore, it should.be evident that 
there is some level of anxiety inherent within the human reaction 
mechanism at all times. Some of us may have more anxiety than 
others and anxiety may be directional at different times (Malmo, 
-1969).
To elicit fear, the human reaction mechanism must ex­
perience realistic and immediately perceived threat to the well­
being of the individual. It is inherent within this idea that 
the stimulus for fear, unlike anxiety, originates from the out­
side , If the individual flying in the airplane noticed two of the
four engines of the airplane on fire, he might indeed experience 
fear rather than anxiety..
Heightened psychopathological anxiety may also be trans­
ferred into fear. For example, a child may be imprinted with an 
intense "fear of spiders" during his early life. Later in life 
the sight of any spider could produce anxiety reactions within the 
human reaction mechanism. If a spider, poisonous or not, is 
placed upon the skin of the child intense fear reactions could 
result. Another example of how anxiety may be transferred into 
fear is represented by responses to testing. Many school children 
are taught to get good grades. The thought of a failing grade 
can produce anxiety. If the child is actually given a failing 
■ grade on an important test, the anxiety could actually be trans­
formed into fear. Therefore, it should be evident that fear has 
certain manifestations of anxiety. The chief difference lies in 
the stimulus of the human reaction mechanism. The stimulus to 
elicit fear must be perceived as realistically and immediately 
threatening.
This section has attempted to differentiate between the 
two psychological conditions of fear and anxiety. Feat and 
anxiety are closely related. Both differ primarily in the 
stimulus eliciting the response in the human reaction mechanism. 
Basically anxiety is intrinsically generated on the basis of 
past learning. Fear is basically extrinsically generated. Al­
though one might argue that both fear and anxiety require past 
learning, if a threat is not perceived as immediately threatening
anxiety rather than fear is produced. Therefore fear requires 
an immediately perceived threat to the sense of well-being of the 
individual. The next section will describe the use fear has as 
an irrelevant or distracting influence to the persuasibility of an 
individual.
Irrelevant Fear 
As indicated above, this project did not deal with fear as 
the primary independent variable. Rather fear was operational ized'- 
as a dependent variable. In essence fear was used solely as a 
"distracting variable," in which fear assumes certain qualities. 
Fear was not thought to be a primary variable but an isolated 
intervening or "Irrelevant" variable. By considering fear in 
this fashion, studies by Festinger and Maccoby (1964), and 
Simonson and Lundy (1966), found distractability to be a variable 
that facilitated persuasibility. Simonson and Lundy (1966), used 
the "fear"' of an. immediately impending mid-term examination and 
found that irrelevant fear facilitates the acceptance of persuasive 
messages. Their results, were explained in terms of a? distraction 
influence exerted b}r the experimental setting. It is. the author’s 
contention that: (l) Simonson and Lundy were not concerned with
fear as much as anxiety associated with testing, and (2) "fear" 
may indeed be a distraction, but it is the individual and his 
particular personality that determines whether or not he will be 
persuasible under fear conditions. In other words, some individuals 
with particular personalities may be more persuasible under
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threatening conditions than other people with differing per- 
sonality characteristics.
This section has given the reader an idea how fear has been 
used as an irrelevant variable in the past. The next section 
will present what personality factors have been investigated'" 
with regards to threatening persuasion.
Fear and Personality Research 
The reader might wonder why this section has been included 
since this experiment will not be concerned with fear as the 
primary independent variable. Although fear was regarded as an 
irrelevant threat, this is not to say that, conclusions regarding 
fear, personality and persuasibility are irrelevant also.
Irrelevant threat was used merely to imply that fear was not 
the primar}’ reason for persuasion taking place. Personality will be 
regarded as the major reason for persuasibility. Fear was only 
.regarded as a catalyst to "ignite".persuasibility* As such, any 
personality factor related to fear must be related to persuasion 
that has taken place. In other words, it is postulated that all 
previous research utilizing threat has been dependent upon per­
sonality, not fear or level of fear.
Unfortunately, to some researchers, there has been little 
empirical support for personality as the real controlling variable 
underlying persuasion utilizing threat.
When a communication message uses a fear factor its effect­
iveness in arousing tension has been, in the past, generally
8
.thought to depend on such variables as explicitness, involve­
ment, source credibility, prior experience, and consequences of 
involvement. (Borland, et al.,1953j Hollander, 1967| and Cohen, 
1964.)
Nevertheless, Miller and Hews ill' (1966) suggested that. ~ 
individuals differ with regards to perception of threatening 
appeals. Similarly, Leiber -(1967), suggested that personality 
may be the important variable to reception of threatening 
messages. However, neither study empirically tests personality 
traits as correlates' to persuasibility, For instance, Leiber 
(1967), only suggested that the type of person who responds to 
a threatening nail questionnaire is different from the type of 
■individual who responds to a non-threatening questionnaire. Thus, 
Leiber suggested that the characteristics and predispositions of
t
the threat-appeal recipients may contribute to relative effective­
ness of a threatening message, but did not attempt to determine 
what were the characteristics and predispositions•contributing 
to persuasibility.
Several studies have dealt with two personalitj1- variables, 
self-esteem and anxiety relatedness, as they relate to persuasion 
utilizing threat. However, the results have been inconclusive. 
Self-esteem on the part of the recipient has contributed to con­
flicting results with the. interaction effects of fear and per­
suasion. For example, Leventhal and Perloe (1962), found low 
self-esteem to be negatively related to acceptance of threat.
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appeals. Subjects high in self-esteem were more influenced by. 
non-threat messages while subjects with low self-esteem were in­
fluenced more by threatening messages. Subsequent studies, how­
ever, found a positive relationship between high self-esteem and 
high threat appeals (Dabbs and Leventhal, 1966; Leventhal and 
Trembly, 1968; Kornzweig, 1968). Leventhal and Trembly found' 
that by increasing the intensity of threat it was possible to 
change the attitudes of the high self-esteem subjects.
Perhaps, the discrepancy is not due to the personality 
characteristics, but rather the original personality measuring 
instrument. For example'Leventhal and Perloe's personality test 
was a subject-response test with no mention of an attempt to 
establish the measure of self-esteem's reliability or validity. 
Subjects rated themselves on an attitude scale directed toward 
depicting high and low self-esteem. No mention in the research 
study was made of an attempt to establish validity or reliability 
of the measuring instrument for self-esteem, (A conflicting study 
by Dabbs and Leventhal used a similar personality measurement.)
The second area of research dealing with negative message 
appeals and personality concerns itself with anxiety. Janis and 
Feshbach (1954), suggested that anxiety level may be an important 
variable for threat appeals. They felt.that subjects who were 
high in anxiety were less influenced by strong fear appeals than 
those who had low anxiety. Subsequent studies, however, have 
not been able to replicate interaction in thechronic anxiety level
xo
■reported by Janis and Feshbach (e.g., Goldstein, 1959; Niles,
1964; 'arid. S inger, 1965); therefore,- it is not possible 'to justi­
fiably posit a caus'al relationship between the effects on 
persuasibility of anxiety and fear appeals.
In summary, of the personality characteristics which have 
been suggested as interacting with fear level, only self-esteem
i
appears to have any real support. Chronic anxiety does not appear 
to be an important variable. The next section will present what 
specific personality factors have been correlated with persuasi­
bility.
Personality and Persuasibility 
Knowledge of personality is important because it is largely 
dependent upon the individual’s concern with himself and his 
relationship to society. As such, personality encompasses many ■ 
interrelated constructs stemming from an individual’s psycholo­
gical core, to role related behavior,, and ultimately, to social and 
environmental influence,(Hollander .1967), Consequently, a po­
tential persuader must ask himself what personality characteristics 
make a subject susceptible to various kinds of communication.
In other words, what personality characteristics make‘an indi­
vidual more persuasible than other individuals with other per­
sonality characteristics?
Personality research within the area of persuasion has 
been generally directed to- the discovery of what personality 
characteristics lead to the most "persuasible person," Such
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personality variables have typically included characteristics 
such as: (a) self-esteem .(Janis and Field, 1959; Linton and 
Graham, 1959; Leventhal and Perloe, 1962; Gollab and Dittes,
1965; C.rawford and Gergen, 1966; Zemach, 1966; Leventhal and 
Trembly, 1965), (b) hostility.(Janis, 1963), (c) socially 
withdrawn individuals.(Janis, 1963), (d) richness in fantasy  ̂
(Janis, 1963), (e) other directedness, (Janis, 1963), (f) 
authoritarianism^(Janis, 1963), and (g) anxiety relatedness,
(Janis and Feshbach, 1954; Goldstein, 1956; Niles, 1964;
Leventhal and Watts, 1966; Hillman, 1965; and Singer, 1965).
Such research has generally produced information that states 
that individuals with certain levels of one personality character­
istic will be more persuasible than othets. Personality levels 
that have generally led to persuasibility include individuals who 
are (a) overtly hostile, (Janis, 1963), (b) low in self-esteem, 
(Darley, 1966), (c) low in anxiety,*(Goldstein, 1959), (d) 
authoritarian, (Cohen, 1964), (e) rich in fantasy, (Janis, 1963), 
and (f) conformists, (Janis, 1963). Individuals, with opposite 
or differing personality characteristics are generally less per­
suasible. Such research is unfortunate because there is no means 
of summing a series of personality traits across the wide field 
of total personality into one persuasible person. It is only 
possible to combine certain related personality characteristics 
into general personality areas of characterization. In other 
words, personality traits may be regarded as possible keys to
12
persuasion, but no mistake should be made by thinking that traits 
are additive. For example, low anxiety and high self-esteem may 
be negatively correlated to persuasibility because each individual 
has his own personality profile, and no one personality trait 
combines with another according to.some law (Lindzey and Aronson, 
1969). Therefore, it should be evident that personality profiles 
(total personality graphs) will need to be compared for significant, 
differences of some treatment, rather than generalizing from cer­
tain individual traits. 'In other words, rather than looking at 
the personality characteristic of sociability, it will be 
necessary to look at the broader personality context of poise, ■ 
ascendency, and self-assurance of which sociability is only one 
part, before a generalization about persuasibility can be made.
In summary, this section has tried to present a rationale 
concerning why personality research is important to persuasion 
research. Second, this section has suggested that there exists 
certain characteristics that persuasible individuals exhibit,
Third, this section has suggested that personality traits are not 
additive .but are subdivided into certain profiles which are made 
up of a number of personality characteristics. The next section 
will explain and present a rationale for the personality tool to 
be used in this experiment.
Personalit3' Measure
This study will use a personality measure with established
13
reliability and validity, the California Psychological Inventory 
(hereafter referred to as the C.P.I.)
The C, P, I, xvas developed from the so-called "empiricail 
technique^’(Gough 1964). In this method a criterion dimension 
which one wants to measure is first defined. Secondly, inventory 
statements about the criterion dimension are assembled in a pre­
liminary scale. These questions are then administered to persons 
who can be shown by some procedure to be entirely independent of 
the test and to be strongly characterized by this trait or 
dimension. The goals of this item analysis are to discover those 
questions which are answered in a "differential" way by the 1 
nominated subjects. The items which are relevant are subsequently 
further defined and tested using essentially the same technique.
Ultimately, the. ideal results yield a series of statements 
or questions (30-40) used as identification variables of some 
demonstratable relationship to the behavior being measured,
(Gough, 1964). The empirical technique in essence is a construct 
validation technique, because the test is concerned with what 
properties explain the variance of the test items. The concern 
seems to be what personality characteristics are being measured 
by each question. Therefore, what may be the highest form of 
validity estimation, construct validity, is the basis of the
C. P. I*
The C, P. I. has also been concerned with accurate and
14
.dependable reliability. .Test-retest, and cross-validation 
techniques have been used to support the reliability of the 
measuring instrument. The test-retest reliability based on a 
sample of 200 range from .49 to ,87 with a median of .80.
Finally, Gough (1959), states that the latest edition .of 
the C. P. I. has been used in over 900 personality research studies.
Therefoire, since the C, P. I, has a good "reputation" and 
satisfactory reliabilitj'- and validity, the C. P. I,.was selected 
for this experiment.
Significance of-the Experimental Investigation
Knowledge of personality and persuasibility in a threatening 
situation might- allow the following distinct advantages: First
of all, knowledge of personality and persuasibility might, provide 
new insight into the clarification and interpretation of the many 
conflicting empirical investigations dealing with threatening and 
. persuasive communication. Second, knowledge of personality factors 
relating to persuasion might allow the "professional persuader" 
new insight for audience analysis. Third, the results of this 
study might allow for a more accurate prediction of audience be­
havior under threatening stimuli. . Fourth, knowledge about the 
interactions of fear, personality, and persuasibility might allow 
for innoculation and screening of those who might be employed
15
for possible security purposes.* Finally* the results of this 
experimental investigation could gi\e new insight to the con­
troversy surrounding extrinsically-vs-intrinsically generated 
persuasion.
This study differs from other empirical studies in at least 
three fundamental ways: (1) previous research has not investigated
multiple personality characteristics as the independent variable 
of communication, (2) this experimental investigation will attempt
/to analyze what personality characteristics enhance or inhibit 
persuasive appeal in threatening situations, and (3) this exper- , 
imental investigation will utilize a non-threat persuasive messagie, 
but under threatening conditions with results analyzed in terms ' 
of the independent variable— personality of the receivers.
Hypotheses and Definitions
The specific purpose of this study will be to assess what
i
personality factors are associated with persuasible individuals 
while influenced by fear. Specific definitions inherent in this 
purpose are*
*Individuals who differ in personality are constantly 
being employed in various security positions. They may be the 
engineers behind a space project or a communication officer be­
hind enemy lines. These individuals may be involved in some 
threatening situation. They may "break" or be persuaded to adopt 
a policy contrary to the decrees of his government. It is the job 
of someone to screen these individuals before they are allowed to 
be in a position of unusual stress. If personality could be measured 
and certain types shown to break easily, i.e., be persuaded easily, 
it would allow certain security screening to take a new dimension.
In addition, further precautions could be taken to innoculate 
those individuals needed who would possibly exhibit certain 
undesirable characteristics— front line soldiers, etc.
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Personality factors......:, may be broadly defined as
the sum total of an individual's 
characteristics that make him 
human. Operationally, a per­
sonality factor will be a 
characteristic the individual 
exhibits that is distinctly 
different from other character­
istics he may exhibit as measured 
by the C. P . I .
Associated................: refers to an interrelation be­
tween those personality factors 
, observed in a subject and the 
amount of persuasibility that 
takes place during the experi­
ment .
Persuasible individuals..: refers to those individuals who
after hearing a persuasive 
message will significantly 
change a preassessed attitude 
in a desired direction ex­
pressed by the experimenter as 
measured by a post test.
While influenced..., : refers to a psychological process
whereby the subject is exposed 
to a particular variable. In 
this case, influence con­
stitutes exposure to the 
threatening situation,
F e a r : may be defined as a temporary/,
focused, yet transient concern 
about a specific event, situa­
tion, or relationship that 
may or may not give rise to 
the more long lasting state 
of anxiety or (defused) feeling 
of uneasiness. In this case 
fear will be defined operation­
ally as the immediate feeling 
the individual maintains after 
knox/ledge of failure of an im­
portant test.
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Two of the most necessary assumptions this study makes is 
that personality may be judged with some reliability, and fear 
can be created by experimental manipulation. Once these two 
assumptions are met, the following specific hypotheses can be 
tested:
Hypotheses
H^: Characteristic I:
A. There will be no significant difference in per­
suasibility with subjects who exhibit low person­
ality characteristics of poise, ascendency and 
self-assurance as compared to subjects with high 
personality characteristics of poise, ascendency 
and self-assurance in a threatening situation,
B, Subjects who exhibit the same personality 
characteristics as the above will be more per­
suasible under threatening conditions than under 
conditions of non-threat.
H2 #. Characteristic II:
A. There will be no significant difference in per­
suasibility with subjects who exhibit low per­
sonality characteristics of socialization, 
maturity, and responsibility as compared to 
subjects with high personality characteristics 
of socialization, maturity, and responsibility 
in a threatening situation.
B. Subjects who exhibit the same personality 
characteristics as the above will be more 
persuasible under threatening conditions than 
under conditions of non-threat.
H3: Characteristic III:
A. There will be no significant difference in per­
suasibility with subjects who exhibit low per­
sonality characteristics of achievement potential 
and intellectual efficiency as compared to 
. subjects with high personality characteristics 
of achievement potential and intellectual 
efficiency in a threatening situation.
18
B. Subjects who exhibit the same personality
characteristics as the above will be more per­
suasible under threatening conditions than under 
conditions of non-threat.
Characteristic IV:
A. There will be no significant difference in per­
suasibility with subjects who exhibit low per 
sonality characteristics of intellectual and 
interest modes as compared to subjects with 
high personality characteristics of intellectual 
and interest modes in a threatening situation.
B. Subjects who exhibit the'same personalitjr 
characteristics as the above will be more per­
suasible under threatening conditions than under 
conditions of non-threat.
The specific personality characteristics inherent under 
each hypothesis are as follows:
Personality traits of (i.e., poise, ascendence, and self- 
assurance) include:
1, Dominance (Do)
2, Capacity for Statxis (Cs)
3. Sociability (Sy)
4, Social Presence (Sp)
5. Self-acceptance (Sa)
6. Sense of well being (Wb)
Personality traits of H2 (i.e., socialization, maturity, and 
responsibility) include:
1. Responsibility (Re)
2. Socialization (So)
3. Self-control (Sc)
4. Tolerance (To)
5. Good Impression (Gi)
6. Conmunali ty (Cm)
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Personality traits of Hg (i.e., achievement, potential and in- 
"'tellectual efficiency) include:
1. Achievement via conformance (Ac)
2. Achievement via independence (Ai)
3. Intellectual efficiency (Ie)
Finally, personality traits of (i.e., intellectual and interest 
inodes) include:
1. Psychological-mindedness (Py)
2. Flexibility (Fx)
3. Femininity (Fe)
(A detailed, explanation of each of the above specific personality 
traits underlying the characteristics of the hypotheses will be 
found in Appendix A.)
This chapter has attempted to give the reader background in 
the differences and similarities of anxiety and fear with prior 
research in the areas of threat appeals, fear and personality, and 
personality and persuasibility. Finally, this chapter presented 
the problem, significance, and hypotheses of the present study.
The next section will present the procedures employed for the 
testing of the hypotheses.
CHAPTER II 
EXPERIMENTAL PROCEDURES
The purpose of this chapter is to describe the procedures 
employed for (l) the development of a valid and reliable 
measuring instrument, and (2) the actual experimentation.
Since the experimental hypotheses rested on the assumption 
that fear would be created by the experimental manipulation, a 
series of pilot studies, a pre-test, and a content validity 
study were conducted. However, in order for the reader to have 
some form of reference to interpret why the pre-test and sub­
sequent studies were administered, a short explanation at this 
time of the experiment is necessary.
Basically, the experiment sought to create fear by*'failing" 
each subject on an important classroom test.. Once this psycholo­
gical state was established, a series of persuasive arguments 
were administered, which were designed to yield some form of 
attitude change in the subjects.
Subjects used for all experimentation included male and 
female undergraduate students at the University of Montana>
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enrolled in either Communication 111 or Psychology 110 classes.*
No restrictions were placed on the subjects regarding such 
variables as sex or age.
The next sections will describe the reasons for the par­
ticular pilot studies and the procedures employed for each.
Pre-Test; (Test Height)
Background
Since this study utilized fear of failure on an important 
classroom testy some measure of test importance had to be ac­
quired. The experimenter felt that the best available criterion 
measure of an important test would be the weight the particular 
test held toward the final grade. It would seem logical that a 
student would place more value on a test that counted 30 per cent 
towards his final grade than a test that counted only 5 per cent 
towards his final grade. Consequently* if a subject received a 
failing grade on a test that counted a significant amount towards 
his final grade he might be expected to experience some form of 
fear. Therefore* it seemed necessary to ascertain what level, from
Communication 111 and Psychology 110 classes are not 
restricted to major students. Communication 111 is a require­
ment of three professional schools and ten departmental programs 
within the College of Arts & Sciences, Psychology 110 is part of 
the group requirements for all entering students. Neither of the 
courses are restricted to freshman as the coding might suggest. 
Generally, the enrollment of the classes is slightly over half, 
upper division enrollees. Therefore, both Psychology 110 and 
Communication 111 are considered general classes, occupied by 
students of different departments and ages.
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one per cent to 100 per cent, students personally felt would 
be a significant level of influence upon their final grade.
The mean from this pre-test would be the minimum value needed 
for the manipulation of the experimental group.
Procedure
During Winter Quarter, 1970, 86 undergraduate subjects en­
rolled in Psychology 110 and Communication 111 classes were 
asked by the instructors to complete a questionnaire during class.
/
(See Appendix B) The questionnaire was designed to yield the value 
subjects felt a test heeded to affect their final grade.
Results
An analysis of the questionnaire values yielded a mean value 
of 27.6 per cent. The range was 0 - 8 0  and the mode was 33. This 
may be interpreted as meaning that most subjects felt if a test 
counted 27.6 per cent it would significantly affect their final grade. 
Therefore, the experimenter concluded if subjects were given 
failing grades on an exam that accounted for approximately 25 - 30 
per cent of the final grade, many subjects might experience some 
form of fear.
This pre-test was designed to find a criterion measure (test 
weight) by which subjects could be experimentally manipulated.
The next pilot study was designed to test the experimental in­
strumentation.
Pilot Study I (Instrumentation)
Background
Once the weight of the test for the experimental manipulation
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had been established, it. was necessary to conduct a "dry run" 
of the proposed experimental method to (1) check for a desired 
effect,and (2) reveal any problems with the experimentation.
Procedures
During Winter Quarter, 1970, Id subjects enrolled in a 
Communication 111 course underwent an experimental manipulation 
designed to create the desired fear effect. The experimental 
operation consisted of three dependent manipulations: (l) in­
doctrination, (2) experimentation, and (3) measurement.
J
The subjects were told the first day in class that their 
final test would significantly influence their final grade. On 
three subsequent occasions, subjects were reminded by verbal cues 
by the instructor as to the importance of their final exam. These 
cues were in association with subjects' assignments relating to 
their final test.
The experimental manipulation was created by handing back 
their final test (IBM answer sheet) with two grades on it. One 
grade was their's, the second was the class mean. The subjects' 
grade was a failing grade and the class mean was equal to a C 
minus. The ansxrer sheet also had a prior assignment stapled to 
the top to guard against the subjects, seeing each others grades.
Immediately after handing back the exams, questions were 
deferred until a graduate student in Communication x*as given 
time to administer an anxiety test. The specific test used was 
a test.for anxiety developed in 1951 by Janet Taylor, referred to 
as the Taylor Manifest Anxiety Scale (TMAS) (See Appendix C).
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After administration of the anxiety test, subjects were 
given their actual grades and told that the manipulations were 
done for a research project, and nothing more.
Results
The results of Pilot Study I may be divided into two partst
(1) desired effect, and (2) problems.
At the time the experimenter deemed the problems with the 
experimental procedure so significant as to nullify any results 
gained by the TMAS, However, an analysis of the TMAS scores 
showed a mean value of 22.0769, or slightly under chance. Therefore, 
it was concluded that* (1) either no anxiety took place, (2) the 
TMAS coud not measure the type of anxiety that was present, or 
(3) both.
Since there was numerous problems associated with the ex­
perimental situation, at the time, it was concluded that no 
anxiety was present. Two of the problems associated with the 
pilot experiment were (1) subjects talking over their grades 
among themselves, and (2) subjects asking their instructor about 
the failing grades all being the same.
Conclusions
It was concluded that the problems associated with the ex­
perimental methodology could be divided into two areas: (l) 
subjects seeing each others grades, and (2) subjects talking among 
themselves•
To control against subjects seeing each others grades, it
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was concluded that: (l) if the subjects were spaced farther 
apart there would be less chance of subjects seeing each others 
grades, (2) if the failing grades were not the same, but varied 
among the D- and F ranges there would be less suspicion and less 
looking around, (3) if the above refinements were put into 
operation there would be less chance of talking, and (4) if an 
older, more distinguished, "professional-type" individual was 
brought in to administer the experimental measurement, there 
would be less chance of the problems reoccurring. All subsequent 
studies incorporated each of the above refinements.
This pilot study pointed out several methodological probelms. 
The next pilot study was designed to test the validity of the 
anxiety measuring instrument.
Pilot Study II; (Pre-Post Test Anxiety)
Background
After Pilot Study I had taken place, it was concluded that 
problems associated with the experimental method nullified any 
meaningful results to be gained by the TMAS. One of the al­
ternative conclusions seemed to be that perhaps the TMAS did not 
measure the possible results of the experimental method. In fact, 
there has been some criticism of the TMAS within the experimental 
field which states that the TMAS is too transparent for a college 
population to yield meaningful results (Mills and Hannum, 1959).
It was, therefore, concluded that it would be valuable to check 
the ability of the measuring instrument to measure the results of 
the experimental manipulation.
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There was also some consideration that perhaps the ex­
perimental manipulation was not needed* Perhaps there was more 
anxiety present before receiving the test than after*
Therefore, with the above considerations, a second pilot 
study was designed to answer two questions: (1) was the TMAS 
actually measuring what might result from the experimental mani­
pulations? and (2) was there more anxiety present in the subjects 
before receiving test results or after receiving test results? 
Procedure
Early Spring Quarter, 1970, the entire population of 
Communication 111 classes (seven sections)’were told that they ‘ 
would receive a "Predictive Speech Efficiency Test” (See 
Appendix D). The test, they were told, was designed to give them 
a very good indication of what their final grades in Communication 
111 would be.
On two subsequent occasions, two sections, meeting at the 
same time, were reminded about: (1) the impending exam,and 
(2) the exam's importance• One strong reminder came just before 
the exam, (See Appendix E) After taking the exam, subjects 
were told that the results would be given back two class periods 
later. Subjects were reminded seriously about that day being the 
last official day to drop classes.
On the day before the exams were returned, both classes 
were told that a Communication professor was interested in the 
characteristics of Communication 111 students and would give them 
a test the next class period, i.e., the day on which the exam scores 
would be returned.
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On the day the exams were given back, one class was 
administered the TMAS before the speech predictive efficiency test 
results were handed back. After taking the TMAS, subjects were 
debriefed.
The second group of students was given the TMAS by a 
professor after receiving their test scores. Extreme caution 
was exercised to limit the subjects from seeing each others 
grades and from subjects interaction (See Appendix 2 for a record / 
of the dialogue). By spacing the subjects apart and varying
. t
the failing grades, the problems experienced in Pilot Study I 
were minimized. After taking the TMAS, and subsequent debriefing,
I
subjects were asked to write a short paragraph explaining their 
reaction to receiving the failing grade.
Results
The mean values of the TMAS for the two groups compared 
were: (1) 23.42, n=l,2 for the pre-groups and (2) 22,83, n=12 
for the post-group. Both scores are slightly under chance.
An independent t-test between the pre and post groups showed 
no significant difference. Therefore, it was concluded that 
no significant difference existed between the subjects* anxiety 
level, as measured by the TMAS, before test results were handed 
back as compared to after test results were handed back.
However, after content analysis procedures analyzed the 
written reports of the subjects* feelings during the manipulation, 
some interesting contradictions to the possible chance scores
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of the TMAS were indicated by the post-group (See Appendix F), 
Comments such as, "I began to perspire," "my stomach was upset," 
or "I was really worried," began to appear opposite some low 
scores on the TMAS in the content categories.
Conclusions
The most obvious conclusion to Pilot Study II would be 
that the TMAS appears to be an inadequate instrument to measure 
the psychological state of subjects while manipulated by the ex­
perimental treatment. Self-reports, analyzed by content analysis, 
might be a more sensitive procedure. The self-reports clearly 
indicate contradiction to the scores of the TMAS. The next 
study attempted to ascertain validity to the experimental method 
by. another technique—-systematic observation.
Content Validation Study 
Background
The second pilot study gave a good indication that the 
experimental treatment was creating the-desired fear effect.
However, the experimenter felt that it was possible to provide 
additional measurement of the fear variable, by another technique.
The technique selected was observation. This section will describe 
the procedures employed to gain content validity* for the actual 
experimental treatment used (See General Procedures) by observational 
methods.
*For a detailed analysis and description of content validity, 
see Kerlinger, 1964, pp. 445-447.
There are several means of observing heightened anxiety or 
a fear state. Certain physiological tests may be used, or sub­
jective reports may be utilized, (See Pilot Study II, p 27). 
Finally, certain overt verbal or non-verbal behaviors may be 
analyzed. The procedures employed in this section deal with 
non- verbal behaviors associated with fear or heightened anxiety. 
The behaviors associated with fear in this validation study 
were confined to certain facial expressions and certain motor 
activities of the body.
The face, according to Harrison (1964), may be divided 
into certain communicative components such as the mouth, eyes, 
and eyelids. These facial features arid the muscles controlling 
them may combine to communicate certain psychological moods 
using the above facial features represented by pictomorphs.
A pictomorph is "the minimal unit, or pattern of one 
or more pictanes [a basic pict such as a dot, circle or line3 
which can’t be broken up without destroying or drastically 
altering the meaning," (Harrison, 1964). Harrison used picts 
to c.reate facial expressions. Two groups of facial pictomorphs, 
which include certain characteristics of fear, are'pictomorphs 
associated with worry and anger.* The facial characteristics 
associated with fear are most likely:
*Maher, (1966) and Ax, (1951) discuss the idea that the 
covert manifestations of anger are closely related to anxiety; 
each include certain physiological manifestations of the other. 
Therefore, certain overt reactions of fear could include the 
covert manifestations of both heightened anxiety and fear.
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1. medually upturned eye brows, ( V" V. ,)
2. medually downturned eyebrows,( "s. /  )
3. straight mouth, ( «----- )
4. 'down curved mouth, ( )
These four characteristics may be combined with one another and 
may be combined with indications of eyes:
1„ the dot, ( * * )
2. open, ( 0 0 )
3. half closed,( Q  0  )
4. closed, ( u  vj )
Harrison found eight possible combinations of the above 
characteristics that indicated either anger or worry^ which for 
the purposes of this study constituted indications of fear. The 
eight facial combinations appear in Figure 1,
A B C D
\
G HF
Fig, 1.— Facial Expressions Reflective of Fear.
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The second means of indentifying fear in this pilot study 
incorporated certain hyperactive motor activities associated with 
the upper half of the body. Any hyperactive motor activity 
associated with the limbs, appendages, or muscles of the body 
could be an indication of the psychological state of fear 
(Maher, 1956). Such activities might include:
1. wiping of the brow or forehead.
2. touching the cheek or face.
3. chewing the fingers or fingernails.
4. covering the mouth.
5. moving the head rapidly from side to side.
6. moving the body from side to side.
7. moving the eyes rapidly.
8. . moving the fingers or thumbs rapidly.
9. any extra hyperactivity (such as twitching).
The above nine motor activity characteristics plus the 
eight facial expressions were used for the following procedures 
of the validation study.
Procedures
During Spring Quarter, 1970, a Communication 111 section, 
consisting of 14 subjects, was selected for the validation ex­
periment. The' class met conveniently behind a one-way mirror 
which provided adequate opportunity for unobtrusive measurement. 
The procedures utilizing these subjects were divided into three 
separate phasesi (l) technical, (2) observational, and (3) 
experimental•
The technical phase was composed of (l) the indoctrination 
of the subjects as to the importance of the final test*and (2) 
the experimental manipulation designed to create the fear effect.
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On the first day of class, Spring, 1970, students in 
all sections of Communication 111 were warned of the importance 
of every exam given in Communication 111, On the second day, 
the experimental section was warned by the instructor that their 
final exam would count 30 per cent of their final grade. To 
fail, they were told, would probably result in the reduction of 
their grade by at least one full grade point. On two subsequent 
occasions in conjunction with assignments dealing with the final / 
exam, subjects were again reminded of the importance of their 
final exam. * ,
On the day before the final examination subjects were told 
that a "market research firm" had asked to use Communication 111 
classes as part of a consumer survey. The instructor informed 
the classes that they would participate the day the exams were
returned. The test, subjects were told, would be handed back
_ *
following the research interview, ,
The experimental manipulation of the subjects to produce 
the fear effect was similar to Pilot Study II. The chief dif­
ferences were the addition-of a market researcher (MR) and the 
omission of the TMAS. The MR was a male graduate student, age 
27. The subjects received their papers with failing grades and 
the breakdown sheet containing the scores stapled to the test 
top. It must be noted that great care was taken to have the ^ 
subjects separated, thus reducing talking. The script of dialogue 
for this procedure may be found in Appendix G, but for the purpose 
of clarity, the separation and manipulation procedures
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are outlined below:
1. Instructor and MR come into room.
2. Instructor introduced MR.
3. MR spaced students apart.
4. MR was conveniently called out of the
room by a professor for "business purposes."
5. Instructor handed back exam with failing grade.
6. While instructor handed back exams, MR returned.
7. MR conducted survey.
8. Subjects debriefed.
The reader will note that the MR was called out of the room 
giving instructor time to hand back the test the students thought , 
would be handed back after the MR survey. Note also that the 
MR came back into the room shortly after the instructor began /
returning the exams. The MR's presence successfully reduced 
talking within the room.
The remainder of the MR*s survey is not relevant to the 
content validation experiment. A discussion of it will, 
therefore, be deferred until the general procedures section of 
the main experiment.
The second phase of the validation study consisted of two 
separate video-taped observations through a one-way mirror.
A Sony video camera (model DXC - 2000 A) with a telephoto "zoom" 
lens was used for both observations. The first video taped 
observation took place during the middle of Spring Quarter,
1970. Each subject in the class was video-taped separately 
for one and one-half minutes during a "typical" classroom day.
The second video-taped observation took place during the 
experimental manipulation. As soon as the subjects
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instructor began handing back the falsified exams, each subject 
was video-taped separately for one minute.
The completion of the video-taping concluded this section*s 
participation in the experiment. The third phase of the ex­
periment utilized the video-tape data, but was an entirely 
separate operational procedure for the validation study.
Late Spring Quarter, 1970, 20 volunteer observers from 
Psychology 110 classes were asked to participate in an observation-, 
perception study. The observational study may be divided into
four components: Cl) informative lecture, (2) division of the
' *
observers into two groups, (3) instructions, and (4) observation.
Before the observational study began, the observers were 
lectured on fear and fear symptoms, which was designed to 
provide them with the necessary information (See Appendix H).
Next, the observers were told that half of them would be looking 
at facial expressions and the other half would look for motor 
activity (See Appendixes I and J). The experimenter, after 
providing half of the observers with pictoraorph booklets and 
the other half with motor activity booklets, gave them instructions 
for the observation experiment. In essence, the instructor told 
the observers to watch two separate sections of the video-tape 
for certain signs of fear. Each subject, upon seeing a symptom 
of fear on the tape, was to say "Stop". When an individual 
said "Stop", two things happened: (1) the video-tape was stopped,
and (2) other observers were asked to mark on their papers what
they thought the observer who said, "Stop", saw. All observers 
were.instructed to be particularly cautious and not mark any 
thing down if they did not think they observed a manifestation 
of fear.
Results
The results of the observational study were tallied and. 
appear in Table 1 on page 36, The letters A through H are 
representative of the pictomorphs in Appendix J« The numbers 
in the table headings, one through nine, reflect the motor 
activities in Appendix K, Each of the numbers within the four 
squares are tallies of the characteristic of each subject checked. 
Only clusters of tallies in groups of three or more were counted 
for the statistical analysis that follows. Clusters of three 
tallies reflect the opinion that three out of 10 of the observers 
saw that a given subject (on the video-tape) exhibited a certain 
characteristic. The experimenter decided subjectively that 
agreements of three out of 10 in observations of any characteristic 
by judges would constitute some "pooled perception" or reliability 
of measures,*
A dependent measure t^-test was performed on both sets of 
data. Both observations indicated a significant difference 
beyond .10 level of significance. It was, therefore, concluded 
that the experimental manipulation created the desired fear effect, 
as measured by the observational study. The complete content
*The probability that three out of 10 observers for each group 
would agree on a judgment simply by chance was found by binomial 
probability to be less than .10,
validation study suggested that fear was created by the ex­
perimental manipulation, thereby adding validity to treatment 
manipulation inherent within the main experimental procedures 
which follow,
TABLE 1.
PRE-POST TALLY OF OBSERVATIONAL STUDY (FOR FEAR)
Facial Characteristics 
Subjects
A B
o
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si
52
53
54
55
56
57
58
59 
S10
51
52
53
-
'u S5rt& 56
57
58
59 
S10
C D E F G H
Total 13
4-1
Wo
CM
Kotor Activity 
1 2  3 4 5 6 7 8__9
3 4 1
2 7 1 1 5
1
1 2 1
3 3 2
3
1 6 1
1 1 1
1 5 1 3
Total 41
7 3 5
1 9 1 2 2
2 1 6 2 1 1
5 1 2 5 1
4 4 7 1
1 1 1 1 1 2
1 1 1 1
7 1 1 2 1 5
5 1 1
Total 29 Total 78
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General Procedures 
Background
The results of the content study (last section)* in­
dicated that the experimental manipulation created the desired 
fear effect. By creating similar circumstances on a separate 
group (Psychology 110.section) Spring Quarter, 1970, it may be 
fairly safe to assume that results generated by the content study 
may be generalized to the experimental group during the main 
experiment.
It is the purpose of this section to describe the procedures
i
employed for the main experiment. These procedures may be 
divided into two phases.
The first phase was composed of three "conditioning ex­
ercises." These exercises included: (l) administration of the 
California Psychological Inventory, (2) indoctrination of the 
subjects as to the importance of the'test, and (3) forewarning 
of a "market researcher."
The second phase included: (1) the experimental manipu­
lation and,(2) the market research attitude change survey.
Procedure: Phase One (Programming)
Phase one of the general procedures used similar techniques 
of the content validity study. The major differences were: (1) 
the number of verbal warnings about the 1importance of the exam,
(2) increasing the weight of the test from 30 per cent to 33 1/3 
per cent of the final grade (because of course requirements).
The first part of Phase I consisted of the administration
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of the C« P. I. On the fourth class day. Spring Quarter, 1970, 
seventy-eight subjects enrolled in the three sections of 
Psychology 110 were asked to complete the C. P. I. The C. P. I* 
was administered by the author, who was introduced as a graduate 
student interested in the characteristics of Psychology 110 
students® The C. P. I, *s actual purpose was to assess the in~
v '
dependent variable, personality, of potential experimental and 
control subjects. After the administration of the C. P. I. 
subjects were thanked and told that they would receive the results 
later in the quarter.
The second exercise of Phase I, conditioning, began the 
first day Psychology 110 classes met; all Psychology 110 students 
were warned that they would be given only three exams. Each exam 
counted 33 1/3 per cent of their final grade. The students were 
reminded that if they failed any one exam, they could probably 
expect their grade to drop at least a full grade point. The 
second cue came immediately before administration of the second 
exam. The second cue reminded them to do well as the exam counted 
33 1/3 per cent of their final grade. The final conditioning cue 
was given on the day the exams were handed back (See Appendix H).
The final exercise of Phase I included the announcement of - 
a market researcher. Subjects were told the day before the second 
exam that a marketing research firm had asked to use the psychology 
classes as part of a consumer survey. The individual instructors 
then informed the classes that they would participate the day 
the test would be returned. The test, subjects were told,, would 
be handed back following the research study.
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Therefore, three conditioning exercises were executed 
before the actual experiment (Phase II), First of all, a 
personality inventory was administered to each subject. Second, 
the subjects were indoctrinated as to the importance of their 
final test. Finally, subjects were informed that a market 
researcher would "interview" them on the day the second tests 
were to be handed back•
Procedure: Phase II (Experimentation)
The actual experimentation was divided into two separate 
divisions. One division was designed to create the fear state *
and the second, designed to persuade the audience to change a 
held attitude. The procedures employed to integrate the two 
were identical to those used in Pilot Study III (See Appendix G).
The fear state was created by handing back the personal 
tests of the experimental subjects with (l) a failing grade 
on the test and,(2) a sheet containing a break down of the scores, 
and a class mean that was passing, C +, stapled to the top of 
the test.
The instructor stated that he was generally satisfied with 
the test results, but preferred to defer any questions until after 
the market researcher interviewed them. The subjects were asked 
to place their test completely off the top of their desks to avoid 
the possibility of distraction.
The second division of Phase Ii consisted of the Market 
Research Attitude Change Survey (hereafter referred to as MRASC)
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(Bullock, 1969). MRACS was designed to find out whether
or not subjects under conditions of fear would be more persuasible
than subjects not in a fear state.*
The market researcher (MR) was male, age 27. It should be 
emphasized that the researcher was introduced as a representative 
of a fictitious survey compnay, Market Research Incorporated of
■_____ _____, Washington. The instructor asked the students to
give the researcher their undivided attention and that there be 
no talking.
The MR then conducted the MRACS study as follows!
a. "Good morning. As part of a regional marketing 
research study, it is our job here in Missoula 
to conduct consumer tests of various products 
for regional and national manufacturers.
This morning we will be testing a rather 
specialized product, but first let me pass 
out the test booklets....
Please read the first page, and be sure to 
fill in the blanks# (See Appendix K).
b. (After allowing students time to read page 
one of the booklet)
"Mow, please turn to the second page of your 
booklet, (Appendix L) where you will notice 
evaluating scales for the consumer products.,
I will pass two nylon stockings through the 
class, and ask that you examine them briefly 
and then pass them on. Then we want you to 
mark each of the scales according to the 
instructions at the top of the page. Please 
do not spend too much time examining the 
stockings, since we do not have much time."
*Kot£ all subjects who had taken the C. P. I. originally 
were able to take the MRACS section of the experiment. Those 
subjects(34) not in attendance were excluded from any of the 
above procedures and subsequent analysis.
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c. "Please listen closely please: this is 
■important. You might be thinking at this
time, that some products, such as nylon 
stockings might be better known to women than 
to men, This is true, but even in matters of 
predominantly male or female interest, con­
sumer surveys have proven to be far more 
accurate predictors when mixed male-female 
audiences are used. In this particular test, 
the men in the audience are asked to over­
look the nature of the subject natter and 
attempt to identify as much as possible with— - 
the problems to be solved and the decisions 
to be made,"
d. . "The two stocking brands— L and A — that you
are examining are from manufacturers who, be­
cause of the surface similarity of their 
products in this new design, have submitted 
them to the consumer research study before 
placing them on the open market."
e. (After .form one of test booklet has been com­
pleted and turned under)
"As you can see from folding .the page back, we 
will be sampling your opinion more than once. 
(Same as Appendix L). I will read two brief 
statements supporting each of the brands of 
stockings. After I. have read cac-h separate 
statement you will complete a form. Here is 
the statement in support of Brand L, please 
listen closely, and then mark your opinions." . 
(See Appendix M, message l)
f . Now that you have complete.d the second form, it 
should be turned underneath. I will_ now read 
the second, and last statement; this one supports 
Brand A ..." (See Appendix M, message 2),
At the conclusion of the experiment the booklets containing the
desired data were collected.
Immediately, thereafter, subjects were debriefed, and the 
experiment was explained to them in as much detail as was 
possible (the purpose, reasons and expectations).. Finally, they
were given their correct test scores.
During the next two hours the ; MR: , went to the control 
groups and administered the MRACS study, but without the ex­
perimental manipulation* Immediately, thereafter, the author 
also debriefed them as to their part in the experiment.
Since the above procedures expressed in Phase I and Phase II 
were somewhat complex, Figure 2 explains how the general pro­
cedures were integrated and used:
Experimental
Subjects
Control
Subjects
X X Cue #1:Told tests counted 33 1/3%
X X Took C • P • I•
Cue #2: Reminded of 
test importanceX
X X Told of MR
X X Took 2nd midterm course exam
X
Cue #3: Reminded of 
test importance
X ■ Received failing grades
X Received normal grades
X X MR study
X X Debriefed
Fig. 2.--General Procedures
All data collected from the C. P. I. and MRACS study as described 
in this section on general procedures were subject to statistical 
and descriptive analyses. This next chapter will present the 
results of the analyses.
CHAPTER III
RESULTS
The purpose of this chapter is to present the results of 
statistical and descriptive analyses which are relevant to the 
hypotheses under study. It will be remembered that the purpose 
of this study was to assess what personality factors, if any, 
were associated with persuasible individuals while under the in­
fluence of fear. Therefore, the specific objectives involved
i
were to: (1) measure the personalities of potential subjects,
(2) match subjects on the basis of obtained personality scores 
(personality profiles), and (3) measure subjects* persuasibility 
during a fear state. For the purposes of clarity in presenting 
the results of data related to the above objectives, this chapter 
will be subdivided into three phase's: (l) analysis of the market
research data, (2) matching of the subjects by personality pro­
files, and (3) statistical tests of the hypotheses.
Analysis of Market Research Data 
The research design required the MR to present a set 
of persuasive messages to three groups. One group was an ex­
perimental group consisting of .37 subjects. The other two groups 
were control groups consisting of a total of 27 subjects. The 
basic statistical design of the MR experiment is portrayed in 
Figure 3'.
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Ex, X 0, X1 °2 x2 °3
C1 0 4 x3 °5 x4 °6
C2 °7 x5 °8 x6 °9
Fig. 3.— Market Research Statistical Design
Where X refers to the experimental fear 
manipulations:
°1 4 7 refers to the,MR's pre-test measurement
°2 5,8 refers t0 tlle MR*s second test measurement
°3»6,9 refers to the MR*s third test measurement
refers to the MR*s first message
x2,4,6 refers to the MR*s second message
As Figure 3 indicates, there were three measurements, a 
pre-test and two post-tests. Each test yielded a mean attitude 
score. The differences between each mean were treated as the 
amount of persuasibility (or attitude shift) that took place, 
in other words, if an individual's mean values appeared as in 
Figure 4, no persuasion was assumed to have taken place.
°1 O2 °3
+1 +1 +1
Fig. 4.— Scores on Market Research 
Bre and Post Measurements 
Where No Persuasion Took 
Place
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However, if the score appeared as in Figure 5, the individual 
would have a persuasibility shift of 3 + 6 + 3 * 12, or the
total difference between 0^ and O2 , O2 and 0g» and 0^ and 0^,*
X « °1
0 N> °3
0 -3 +3
Fig, 5,--Scores on market research 
pre and post measurements 
where high persuaSicntook place
In other words, the mean shifts were based on a total measurement 
of persuasion existing across the pre-test to the second and 
third measurements.
The total mean shift values for the experimental and con­
trol subjects were analyzed by independent i - tests. The results 
indicated no significant difference between the experimental and 
control groups (p > .10).
Matching of Subjects 
The previous section indicated no significant difference 
in the amount of persuasibility by independent analysis between . 
subjects of the experimental and control groups. However, the 
experimental hypothesis rested on the assumption that the subjects
*The score appears on the scales in Appendix L which were 
scaled from -3 to +3. The system rested on the assumption of 
maximum variance. Thus, all data codification remained constant.
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of the experimental and control groups could be matched and com­
pared by the independent variable of personality. This section 
will provide an explanation of how subjects were matched by 
similarity of personality profiles.
The C. P. I, is made up of eighteen personality traits 
(see Chapter I, p. 18), A score for each trait is obtained 
for each subject. Naturally, all subjects have varying degrees 
of given personality traits. For example, one person may have 
a very high dominance score, and another may have a low dominance 
score. The farther apart each individual is on each score, the 
more dissimilar he is from another given individual. The 
objective of profile matching is to pair two individuals with 
very similar scores across all measured personality traits.
The statistical formula designed to match subjects' 
profiles was a difference statistic (d2) presented by Cronback
and Gleaser (1953). The formula follows:
2 k 2
£ d = £ (X - x r
1 si S1Ae c
Where: X = the personality trait score
le of the experimental subject.
X » the personality trait score of
slc the control subjects.
k
£ = the summation of traits, one
1 through eighteen.
The mechanics of the d2 statistic include: (1) the comparison of 
personality-trait scores for each experimental subject with
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those of each control subject, and (2 ) the total summation 
of each trait between each experimental and each control 
subject into one difference score.
Data germane to profile matching were subjected to computer 
analysis. A 1120 computer at the University of Montana was 
used for the computation of a Fortran program designed to pro­
vide difference scores for each subject. The results were pre­
sented in a matrix of difference scores between each experimental 
subject and each control subject. Subjects were matched by hand. 
Subjects with the lowest difference scores were considered the 
most closely matched. (Examples of subjects with matched scores 
ranging from a d2 of 170 to a d2 of 640 may be found in 
Appendix N.) Any difference score larger than 640 was not con­
sidered matched because the variance between each score visually 
appeared too large. Each experimental subject and each control 
subject were mutually exclusive. That is, once a subject was 
paired to another subject, neither subject could be paired with 
any remaining subjects. The result of the matching process 
yielded twenty paired subjects yielding a reduction in the 
sample of six subjects.
The subjects were then divided into either groups ex­
hibiting high or low scores on the characteristics of the
C. P. I.* by adding each trait score separately across both
*The eighteen personality traits of the C. P. I. were 
grouped by the test constructor into four general characteristics:
(1 ) poise, ascendency, and self-assurance, (2 ) socialization, 
maturity and personability, (3) achievement potential and 
intellectual efficiency, and (4) intellectual and interest modes.
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both experimental and control subjects to get eigthteen means 
representative of each personality characteristic. Next, 
each mean of each separate category was averaged to obtain 
four separate mean characteristics (See Figure 6 ).
Characteristic: I II III IV
Personality 
trait means
^1»^2»^3*^4»^5»^6» Xy...X,2# ^16*V^18
Character is- --------— ---------- ---— -----  — -----  ---------
tic mean xi % i  xm  xIV
Fig. 6 .— Meshing of Personality Means 1 
The same process was repeated individually with each subject. If 
the subject's mean value for a particular personality characteristic 
was higher than the group mean for that characteristic, he was said
to be in the high category. If the individual's mean was lower
\
than the group mean, he was in the low category. For example, 
the group mean value of Characteristic I was 25. If the score 
for one subject was 25 or above, he was exhibiting a high 
characteristic of poise, ascendency, and self-assurance. It 
is important to note that some pairs of subjects shifted from 
high categories for one trait to low categories of another.
Therefore, all subsequent analysis of hypotheses were made on 
separate groups per category (See Appendix 0 for tabled data). 
Statistical Tests of the Hypotheses 
The last section introduced and explained the statistical 
matching of C. P. I. data of subjects into a limited number of
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matched pairs. This section described the specific statistical 
tests of the hypotheses for data from the twenty paired subjects.
The statistical tests used in this chapter were Cl) dependent 
jt-tests, (2 ) a two-factor mixed design repeated measure analysis 
of variance, and (3) an independent n-test.
A related measure t-test was used to investigate whether 
or not there existed any significant overall difference between
!persuasibility of matched experimental and control subjects. The 
mean persuasive shifts for matched subjects appear in the following 
table on page 50. ' 1
A related measure t-test indicated a significant difference 
in persuasibility beyond the .01 level of significance. In other 
words, the data indicate that the experimental group, when matched 
to control subjects on the basis of personality scores, were more 
persiiasible. Therefore, personality, viewed as an important 
intervening variable, lends itself to empirical treatment by matching 
subjects* personality scores. The remainder of this chapter will 
describe the specific personality characteristics which supported 
the overall affect of increased persuasibility during a fear state.
TABLE 2
RELATED £  ANALYSIS OF MEAN SHIFTS BETWEEN 
EXPERIMENTAL AND CONTROL SUBJECTS
Experimental Persuasive Control Persuasive Difference Between 
Subjects Shift Subjects Shift Experimental and
Control
Ex, 4.02 C 1 .75 3.27Ex2 2.50 C2 1.26 1.25
Exo <5.68 c3 .76 4.92Ex4 5.75 c4 1.805 3.95EX5 3.35 C5 .999 2.35
Ex6 3.25 C6 4.98 -1.73
EX7 .25 C7 2 . 0 0 1.75
Exg 4.75 c8 1 . 0 0 3.75
Ex 9 4.50 C9 1.32 3.18
Exio 2.74 . c 1 0 2.50 .24
Exll 1.60 C 1 1 .24 1.36
E x 1 2 4.06 C1 2 1 . 2 2.82
Ex13 1.5 C13 2.5 - 1 . 0 0
Ex14 3.27 C14 2.25 1 . 0 2
Ex15 1.76 C15 2.26 - .50Ex1 6 1.50 C16 0 . 0 0 1.50ExX 7 3.00 Cl7 2.26 .74
E x 1 8 2 . 0 0 c18 1 .0 0 ' 1 . 0 0
Ex19 2.76 C1 9 .75 2 . 0 1
E x 2 0 10.26 C2Q 2 . 0 0 8.26
X= 3.42331 X= 1.5917 £d= 36.8082
Sn = 5.337 t = 3.4316 df s 19 £  < .01
C v -'l
A series of tTfo-factor mixed design repeated measure ■ 
analysis, cf variance (ANOVA) were used to test each specific 
hypotheses. The hypotheses for each personality characteristic 
will be presented, followed by the appropriate data analysis. 
The hypotheses for Characteristics I of the C, P. I. were:
H : A. There will be no significant dif-
ference in persuasibility with sub­
jects who exhibit low personality 
characteristics of poise, ascendency 
and self assurance as compared to 
subjects with high personality char­
acteristics of poise, ascendency and 
self assurance in a threatening situation.
H2: B« Subjects who exhibit the same personality
. characteristics as the above will be 
more persuasible under threatening con** 
ditions than under conditions of non-threat.
The data for analysis of and H2 appear in Table 3.
TABLE 3
HIGH AND LOW GROUP PERSUASIVE SHIFT SCORE OF 
EXPERIMENTAL AND CONTROL SUBJECTS FOR 
CHARACTERISTIC I
Experimental Control
Subject
Persuasive
Shift Subject
Persuasive
Shift
High (H)
Ex-, 10.26 C1 2,00Ex2 2.76 C2 .25Personality Ex3 1,60 c3 .24Characteristic EX4 4.50 C4 1.32
I EX5 4.75 c5 1.00
Exg .25 C6 2.00EX7 3.25 C7 4.98
Exg 5.68 C8 .76
EX9 2.50 C9 1.26
Low (L) Ex i o 3.00 C10 2.26
Personality __ A. vE x u 2.00 C11 1.00Characteristic E x u 1.50 C12 2.25I e*13 1.76 C13 2.26
Ex14 1.50 - C^^ 0,00
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The data that appears in Table 3 were analyzed by a 
repeated measure ANOVA. The results appear in Table 4.
TABLE 4
ANOVA SUMMARY FOR HYPOTHESES.
1 AND 2
Source Ss df ms F
Total 122.5896 27 - - -
Between Ss 54.1088 14 - - -
Conditions ( H vs. L) 8.0105 1 8.0105 2,2590 < . 2 0
Error 46.0983 13 3.546 -
Within Ss 68.4808 13 - - 1
Trials (Ex vs. C) 20.2130 1 20.2130 10.5375 < . 0 1
Trials x Condtions 27.1676 1 27.1676 -
Error 2 1 . 1 0 0 2 1 1 1.9182 ■ - -
Therefore, there appear., to be some indication (£ <.20) 
that subjects exhibiting high characteristics of poise, ascend­
ency and self-assurance are more persuasible during threatening 
situations than are subjects who have a low characteristic of 
poise, ascendency and self-assurance. Final resolution of the 
status of H^ will be discussed shortly. Also, subjects of 
personality Characteristic I are more persuasible tinder threatening 
conditions than under conditions of non-threat (£<.01). Therefore, 
H2  was accepted.
A subsequent independent Jt-test was conducted to investi- 
gate whether or not the addition of the remaining six experimental ̂
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subjects* of low personality Characteristic I would make any
statistical difference on H^, The data for analysis which
include all the scores of experimental subjects Analyzed underH 1 appear in
Table 5.
TABLE 5
MEAN SHIFTS OF EXPERIMENTAL SUBJECTS FOR 
INDEPENDENT t ANALYSIS OF H1
High
Experimental Persuasive
Shifts
tow
Experimental
Subjects
Persuasive
Shifts
Ex^ 10,26 EX1 3 2.50
EX2 2.76 EX1 4 3.00
Ex3 1.60 Exis • 2 . 0 0
Exa 4.50 Ex16 1.50EX5 4.75 Exi 7 1.76
Ex6 .25 Exis 1.50
EX7 3.25 Ex19 2.74Ex8 5.68 Ex2 0 5.75
EX9 4.02
Ex io 3.35
E x u 4.02
Exi2 3.25
2 ■ 47.87 2 = 20.75
SD = * 9 5 8 3 t = 1.4561 df - 18 £  < •!<>x:
*Not all experimental and control subjects when matched fell 
completely in either high or low categories of a particular 
personality score. For example, one experimental subject may 
have had a mean score of 26 for Characteristic I, However, his 
control correlate may have had a score of 24, or below the mean 
of 25, If this occurred, the pair was excluded from analysis 
of the particular personality characteristic of the group being 
measured, (The final number, of subjects appears in each table,)
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As Table 5 reveals, a £-test indicated a significant 
difference between high experimental subjects and low ex° 
perimental subjects (£ < ,10). Therefore, was rejected.
It appears that subjects high in poise, ascendency, and 1 
self assurance were more persuasible under threatening con­
ditions, or a fear state, than were subjects low in poise, 
ascendency, and self assurance.
The hypotheses for Characteristic II of the C, P. I. were:
Hg*. A, There will be no significant difference 
in persuasibility with subjects who 
exhibit low personality characteristics 
of socialization, maturity, and respon­
sibility as compared to subjects with 
high personality characteristics of 
socialization, maturity, and responsi­
bility in a threatening situation.
H^: B, Subjects who exhibit the same personality 
characteristics as the above will be more 
persuasible under threatening conditions 
than under conditions of non-threat.
The data for analysis of H3 and appear in Table 6.
The data that appear in Table 6 were analyzed by a re­
peated measure ANOVA. The results appear in Table 7,
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TABLE 6
HIGH AND LOW GROUP PERSUASIVE SHIFT SCORES OF 
EXPERIMENTAL AND CONTROL SUBJECTS 
FOR CHARACTERISTIC II
Experimental
Persuasive 
Subject Shift
Control
Persuasive 
Subject______Shift
High (H) 
Personality 
Characteristic 
II
Ex1  
EX2 
Ex 3 
Ex^ 
Ex,- 
Ex? 
Ex! 
Ex' 
EXg 
Ex10
4.75 C1 1.004.02 C2 .7510.26 c3 2.00
4.50 C4 1.32
5.75 C5 1.801.50 C6 0.001.76 c7 2.26
3.25
c8c9
2.25
2.50 1.26
2.74 C10 2.50
Low (L) 
Personality 
Characteris t ic 
II
Exu
Ex x2
13Ex-Ex.
Ex
Ex
Ex
14
15
16
1L
1.60
5.68
.25
4.02
3.25
3.35
2.00
c1112
C13
c14c15
c16C17
.24
.76
2.00
1.20
4.98
.999
1.00
TABLE 7
ANOVA SUMMARY FOR HYPOTHESES 
3 AND 4
Source SS df ms F £
Total 140.0383 33 - - -
Between Ss 54.8302 16 - \
Conditions (H vs.L) 2.6842 .1 2.6842 .7722 - .
Error . 52.1460 15 3.4761 ' -
Within Ss 85.2081 17 -
Trials (Ex vs. C) 35.7319 1 35.7319 12.3854 <.005
Trials x Conditions 6.2014 r 6.2014 . -
Error 43.2748 15 2.8850 -
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The results indicate that H 3 can not be rejected. No significant 
difference appeared in persuasibility of high Characteristic II vs 
low Characteristic II. Therefore, H 3 could not be rejected.
The results also indicate that subjects with characteristics of 
socialization, maturity, and responsibility were more persuasible 
under conditions of threat (£ <.005) than under conditions of 
non-threat, (H^). Therefore, was accepted.
The hypotheses of Characteristic III of the C. P. I. were:
Hj! A. There will be no significant difference 
in persuasibility with subjects who ex­
hibited low personality characteristics of 
intellectual and interest modes as com­
pared to subjects with high personality 
characteristics of intellectual and 
interest modes in a threatening situa­
tion.
H6: B. Subjects who exhibit the same personality 
characteristics as the above will be more 
persuasible under threatening conditions
than under conditions of non-threat.%
The data for analysis of H,_ and Hg appears in Table 8 .
TABLE 8  • *
HIGH AND LOW GROUP PERSUASIVE SHIFT SCORES 
OF EXPERIMENTAL AND CONTROL SUBJECTS 
FOR CHARACTERISTIC III
Experimental Control
Persuasive Persuasive
Subject Shift Subject Shift
Exx 10.26 C1 2 . 0 0
Ex2 2.76 C2 .75
High (H) EX3 4.50 C„ 1.32
Personality Ex^ 5.68 ' C^ .76
Characteristic EX5 5.75 C^ 1.80
III Ex6 1.76 C6 2.26
Ex7 1.50 C® 0.00
i
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TABLE 8 ~Continued
Experimental
Persuasive 
Subject Shift
Lot* (L) 
Personality 
Characteristic 
III
Ex8
Exo
Ex.
Ex1011
12 Exi3 
Ex 
Ex1415
Control
Persuasive 
Subject Shift
2.50 c81.50 c9
3.25 C 1 03.00 C 1 1
2 . 0 0 C 1 24.02 C13.25 142.75 Cl5
1.26
2.50 
4.98 
2.26 
1.00 
1.20 
2.00
2.50
The data that appear in table 8 were analyzed by a repeated 
measure AN0VA. The results appear in Table 9.
TABLE 9 *
AN0VA SUMMARY FOR HYPOTHESES 
7 AND 8
Source SS df ms F E
Total 127.6278 29 - - -  ■
Between Ss 44.8536 14 - -
Conditions (H vs. L) 2.0107 1 2.0107 - -
Error 42.8429 13 3.2956 - -
Within Ss 82.7742 15 — - mm
Trials (Ex vs. C) 18.2130 1 18.2130 7*7843 <.025
Trials x Conditions 34,1447 1 34,1447
Error 30.4165 13 2.3397 **■ mm
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The results indicate that H5 can not be rejected. That is, no 
difference appears in persuasibility of subjects high in in­
tellectual . and interest modes as compared with subjects with 
characteristics of low intellectual and interest modes. The 
sixth hypothesis was also supported. That is, subjects were 
more persuasible during threatening conditions (p < .025) than 
non-threatening conditions. Therefore, Hg was accepted.
The hypotheses for Characteristic IV of the C. F. I.
were:
H^s A. There will be no significant difference 
in persuasibility with subjects who 
exhibit low personality characteristics 
of achievement potential and intellectual, 
efficiency as compared to subjects with 
high personality characteristics of 
achievement potential and intellectual 
efficiency in a threatening situation.
Hg: B. Subjects who exhibit the same personality
characteristics as the above will be more 
persuasible under threatening conditions 
than under conditions of non-threat.
The data for analysis of Hy and Hg appear in Table 10.
TABLE 10
HIGH AND LOW GROUP PERSUASIVE SHIFT SCORES OF 
EXPERIMENTAL AND CONTROL SUBJECTS 
FOR CHARACTERISTIC IV
Experimental Control
Persuasive Persuasive
Subject________Shift_______Subject Shift
Ex^ 1.60 C 1 .24Ex2 4.75 c 2 1 . 0 0High (H) Ex3 3.25 c3 4.98Personality Ex^ 4.02 C4 .75Characteristic Ex5 2 . 0 0 C5 1 . 0 0
IV E x 6 10.26 c 6 2 . 0 0
Ex7 4.50 C7 1.32
E x 8 5.62 * C 8 .76Ex9 5.75 c9 1.80
E x 1 0 1.50 C 1 0 0 . 0 0
E x '  2.50 cu  1 *2 6
Ex, 2 1.50 Cl 2 2 * 5 0
Low (L) Ex1 3  3.35 Cl 3  .999
Personality Exi4 2»lh C,. 2.50
Characteristic Exis *̂02 C, 5 1.20/
IV Ex,g 3.00 C,, 2.26
Ex1? 2.16 ’ C{5 .75
Exlg 1.76 Clg 2.26
Exl 9  3.25 Cl 9  2.25
The data that appear in Table 11 were analyzed by a repeated
measure AN0VA. . The results appear in Table 11.
TABLE 11
ANOVA SUMMARY FOR HYPOTHESES 7 AND 8
Source SS df ms JLTotal 138.7465 37 -
Between Ss 52,5872 18
Conditions (H vs* L) 3.2423 1 3.2423 1.2484
Error —  49.3449 17 2.5971
Within SSs 86.1593 19 - -
Trials (Ex vs. C) 38.6027 1 38*6027 17.5172 <.001
Trials x Con3xtions 12.2590 1 12,2590
Error 35.2981 16 2.2037
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The results indicate that H7 can not be rejected. No difference 
appears in persuasibility of subjects with high Characterisitc IV 
and those of low Characteristic IV, Therefore, H7 was not re­
jected, The results also indicate that individuals of achieve­
ment potential and intellectual efficiency were more persuasible 
under conditions of threat (p < ,0 0 1 ) than under conditions of no 
threat, (Hg) Therefore, Hg is accepted,
/General conclusions and implications based on these results 
will be discussed in Chapter IV,
CHAPTER IV 
CONCLUSIONS AND IMPLICATIONS
The purpose of this study was to investigate whether: (1) 
subjects scoring high in particular personality characteristics 
measured by the California Psychological Inventory (C. P, I.) 
would be more persuasible during a manipulated fear state than 
subjects scoring low in those personality characteristics, and
(2 ) subjects would be more persuasible during a manipulated 
fear state than during a non-fear state.
Personality scores, operationalized as representing 
independent variation during the experiment, served as a basis 
for matching experimental and control subjects. Indices of fear 
constituted dependent variation during the experiment.
A fear state was created artifically by giving experimental 
subjects failing grades on an important examination which counted 
33 1/3 per cent of their final grade in a university course. 
Validity of the experimental mainpulation was ascertained during 
a series of pilot studies. Content analysis of subjects self- 
reports and observational techniques employing video-tape apparatus, 
the major validity estimation procedures, indicated that the fear 
state was created. During the manipulated fear condition, an 
associate, introduced as a market researcher, presented a —
persuasive message designed to generate attitude change, A
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series of semantic differential scales were used to measure attitude
change.
Statistical analyses on data from the "market research 
study" indicated that subjects who scored high in the personality 
characteristic of poise, ascendency and self-assurance were 
more persuasible than subjects who scored low on the particular 
characteristic during the fear state. None of the remaining 
personality characteristics were associated statistically with 
increased persuasibility during the manipulated fear condition:
(1 ) socialization, maturity, and responsibility, (2 ) achievement 
potential and intellectual efficiency, and (3) intellectual 
and interest modes. Data analyses, after subjects were matched 
on the basis of C, P. I. scores, revealed that experimental 
subjects were more persuasible when exposed to the manipulated 
fear condition than control subjects exposed to the non-fear 
condition.
While Chapter III presented the statistical results and 
decisions involving each hypothesis, this chapter will develop 
certain general conclusions and discuss the implications of 
this study. For purposes of depth and clarity, the conclusions 
will parallel hypotheses concerned with: (l) high and low person­
ality characteristics and persuasibility during conditons of 
threat, (H^, H3 , H^, H^),and (2) persuasibility during a fear 
state, (H2 , Hg, Hg).
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General Conclusions 
As noted on page 53, was rejected (£ < .10). It was 
concluded that subjects who exhibited high characteristics 
of poise, ascendency, and self-assurance were more persuasible 
during conditions of threat than subjects who exhibited low 
characteristics of poise, ascendency, and self-assurance.
Therefore, individuals high in certain traits such as (l) 
dominance, (2) capacity for status, (3) sociability, (4) 
social presence, (5) self-acceptance, and (6 ) sense of well 
being are more persuasible during a fear state, than subjects
i ■
with low scores in the above traits. i.
Other characteristics such as (l) socialization, maturity, 
and responsibility (H3 ), (2) achievement potential and intellectual 
efficiency (H5 ), and (3) intellectual and interest modes (H7 ), 
showed no difference in the amount of persuasibility during a 
fear state between high and low characteristic subjects. (For 
specific traits inherent within each of the above characteristics, 
see page 19, Chapter I.)
Therefore, of the hypotheses concerned with high and low
• ' /- personality characteristics and persuasibility during a fear state,
only Characteristic I (poise, ascendency, and self-assurance)
showed any difference in the amount of persuasibility that took
place.
Hypotheses H2 , H4 , Hg, and Hg, were concerned with the amount 
of persuasibility that took place between an experimental fear 
state and a control normal classroom state. As noted earlier
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(pages 52,56, 58, 60 respectively) hypotheses H2 , H4 , Hg, and Hg 
were accepted. Therefore it is concluded that all experimental 
subjects, with respect to each of. the four C. P. I. characteristics, 
were more persuasible during conditions of threat than under 
conditions of non-threat.
Implications
Of the possible implications of this study, three im­
portant considerations stand out. The first concerns itself 
with the independent variable of personality. The second is 
concerned with the persuasibility during a fear state of 
individuals high in poise, ascendency, and self-assurance. The 
third concerns the increased persuasibility of subjects during 
threatening conditions.
Personality As An Independent Variable
The experimenter reported that an independent t-test was 
employed early in the statistical analysis on both experimental 
and control subjects• The results of the independent jt-test 
indicated no significant difference in persuasibility of subjects 
under a fear state as opposed to subjects under normal classroom 
conditions. However, when personality was operationalized as an 
independent variable and subjects were matched according to their 
personality similarities, a subsequent dependent measure b-test 
indicated that the experimental manipulation constituted a 
difference in the amount of persuasibility which occurred. The 
dependent ̂ t-test indicated that subjects under a fear state were
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« '
more persuasible than subjects under normal classroom conditions.
The most obvious reason for the discrepancy is the in­
dependent variable of personality. With an independent statis­
tical test, personality was tested as a random variable. As a - - 
random variable personality was part of experimental error. Once 
personality was "factored out", personality became an independent .. 
variable. By treating a random variable as an independent variable, 
its effect as an extraneous variable is removed from its effect as
part of error of random variablity. As such, precision due to
lack of a large error term is increased. With personality as an '
independent variable, subjects could be matched, and a dependent 
t-test could be utilized. While both independent and dependent 
tytests are of the same power-efficiency (100 per cent), the 
dependent h-test requires less variance than an independent t-test
between pre-post measurements. This is because the error term
is smaller and the experimental variance is larger. As experi­
mental error becomes smaller, uncertainty due to chance diminishes. 
Therefore, the random variability of using paired subjects from 
one measuring period to the next was much less than the variability 
introduced by measuring and comparing different subjects without 
taking into account the independent variation associated with 
personality. This reduction of a random variable to an independent 
variable was enough to make the data which was insignificant by 
independent analysis,.significant by dependent analysis. Therefore, 
it is concluded that personality is a key independent variable 
that, needs to be taken into consideration within any small
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sample experiment.
Perhaps personality is not the only intervening or random 
variable. Perhaps there are other random variables such as age 
or sex. Research dealing with other random variables is needed, 
of course, and would make excellent subsequent studies. The 
author does not mean to imply that such variables are necessarily 
less important than personality. This experiment only sought 
to discover whether one random variable, personality, is a major 
variable to be considered during a  small- sample experiment in 
communicology. The data and subsequent results indicate that 
personality makes a difference in terms of data analysis be­
tween an insignificant study and a significant study.
Persuasibility During a Fear State
As noted earlier, individuals high in poise, ascendency, 
and self-assurance were more persuasible than subjects low in 
poise, ascendency, and self-assurance. The reason for such a 
result could be inherent within the particular personality 
characteristic and their relation to the individuals concept 
of self or ego.
All personality traits deal with inner-psychological states 
of individuals that are manifested overtly. The traits of 
Characteristic I differ from the traits of the other three 
characteristics primarily because they are more concerned with 
the individual rather than the individual and his relation to 
others. While two of the traits inherent within Characteristic I,
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sociability and social pressure, communicate an idea of a relation­
ship of the self to others, the primary emphasis of both seems to 
be manifestations such as individuals temperment and self-con­
fidence. The subsequent traits of Characteristic I are more 
concerned with: (1 ) a sense of personal worth, (2 ) personal 
qualities and attributes leading to status, (3) sense of respon­
sibility and persistence, and (4) freedom from self-doubt and 
disillusionment.
If these traits of Characteristic I are correlated with 
the individual's concept of self or ego, one reason individuals i
high in Characteristic I are persuaded during threat may be 
explained in terms of tego-defense mechanisms/
A concept of self or ego may be thought of as a psychological 
sphere. The psychological sphere is a cognitive "image" which % 
may operate as a vehicle for all personality characteristics and 
traits. Some individuals may have a'strong ego system; others 
may not. If personality is the major overt indication of this 
covert psychological sphere, it seems logical to assume that in­
dividuals high in certain personalities may have a stronger self- 
concept or psychological sphere. The psychological sphere also 
may be analogically presented as a sort of "shell." This shell 
has varying degrees of hardness. If the shell is quite hard, it 
is also brittle, and may chip under certain conditions of stress. 
Perhaps the conditions created by the experimental manipulation 
in this study were enough to chip the shells of certain individuals.
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Perhaps when the individual perceived himself failing an important 
test* certain defense mechanisms, normally built up, against 
persuasibility broke down. Perhaps in this state the individual 
became more persuasible because his inner-psychological defense 
mechanism was more concerned with repairing the damaged ego shell 
than "defending" against a persuasive message. Therefore, the 
! ego-defense mechanisms" of the individuals were not as strong 
as they might have been. As such, individuals in this psychological 
state were able to be influenced more by a persuasive message 
than individuals with weaker concepts of self.
Research studies tend to support the inferential idea of a 
correlation between the self, a psychological state, and per­
suasibility. As noted earlier, studies by Dabbs and Leventhal, 
(1966), Leventhal and Trembly, (1968), and Komzweig, (1968) (
suggest that individuals with high self-esteem are more persuasible 
by threatening messages than individuals with low self-esteem.
Dynamic field theory also lends itself to the inherent idea 
of the maintenance of a psychological shell or sphere. The word 
"dynamic" usually conveys the idea of forces affecting change.
Change not only requires the introduction of a stimulus, but 
also the overcoming of resistance presented by the state of 
equilibrium represented by the self (Lewin, 1947). The stimulus 
of this experiment was the persuasive message. The state of 
equilibrium was represented by the personality of the subject.
Fear offered the device to overcome normal resistance to change.
This experiment represented the idea that individuals with a 
strong state of equilibrium, when disrupted, became vulnerable 
to the formation of an externally-guided change in equilibrium.
Of course, the above is not to say that the subjects lost their 
normal equilibrium completely; this experiment most likely did 
not produce a dynamic reaction of such magnitude. This ex­
periment only demonstrates that a fractional chipping of the 
sense of equilibrium, represented by Characteristic I, enabled 
the persuader to affect change in,the receivers. This change 
was most manifest in subjects high in the ego-related Char­
acteristic I of poise, ascendency, and self-assurance.
Effect of the Fear State 
The final implication of this chapter is concerned with the 
increased persuasibility of subjects•during threatening conditions. 
The data indicated subjects were more persuasible during threatening 
conditions than under conditions of non-threat. As noted earlier, 
Simonson and Lundy (1966), found that "fear" facilitated the 
acceptance of persuasive messages. They explained their results 
in terms' of a distraction influence exerted by thethreatening 
condition. It seems logical to conclude that fear probably 
was a distraction variable that broke down normal resistance 
to persuasion. However, the data generated within this experi­
ment indicated that personality does not necessarily interact 
with the distraction influence exerted by fear; in all cases
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subjects of each personality characteristic were more persuaded 
during conditions of threat than under conditions of non-threat. 
Therefore, it seems plausible that the distraction principle 
postulated by Simonson and Lundy would be an adequate explanation 
of the results incurred by this experiment.
In conclusion, this experiment demonstrated: Cl) personality 
is possibly a key random variable that should be taken into con­
sideration for any small-sample experiment in communicology,
(2 ) individuals high in characteristics of poise, ascendency, 
and self-assurance are more persuasible during conditions of i
threat, than subjects low in characteristics of poise, ascendency, 
and self-assurance, and (3) subjects are more persuasible during 
conditions of threat than under conditions of non-threat.
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Class I. Measures of Poise, Ascendancy, Self-Assurance and Interpersonal Adequacy
AggrC-ssive, confident, p e rsis ten t, and p la n fu l;  ■ 1. D o  (dom in ance) T o assess factors R etirin g , in h ib ited , com m onplace, in d iffe ren t, 
as be ing  persuasive  an d  verbally  fluen t; as leadership ability dom inance per- si!ent anii u n assu m in g ; as be in g  slow  in  
se lf-re lian t and in d ep en d en t; and  as h av in g  . f . . . . . .  th o u g h t and  ac tion ; as av o id in g  of s itu a tio n s
lead e rsh ip  po ten tia l and  in itia tiv e . , Ststence, and social initiative. of [ension anJ dedsion; >nd M ,ackjng Jelf.
. confidence.
A m b itio u s; active, fo rce fu l, in s ig h tfu l, re­
so u rcefu l, and versa tile ; as b e in g  ascendan t 
and  se lf-seek ing ; effective in  co m m u n ica tio n ; 
and  as h av ing  personal scope and  b re a d th  o f  
in terests .
2. Cs (capacity for status) T o serve as 
an index o f  an individual’s capacity for  
status (n o t his actual or achieved sta­
tu s) . T h e scale attem pts to measure the 
■ personal qualities and attributes which  
underlie and lead to status.
A path e tic , shy, conven tional d u ll, m ild , s im ­
p le , and slo w ; as b e in g  ste reo typed  in  th in k ­
ing ; restric ted  in  o u tlo o k  and in te re s ts ; and  as 
i be ing  uneasy arid aw k w ard  in  new  o r u n fa ­
m ilia r  social s itu a tio n s .
■ 1
O u tg o in g , en te rp ris in g , and  in g en io u s; as b e ­
in g  co m petitive  and fo rw ard ; and as o r ig in a l 
and  fluen t in  th o u g h t.
3. Sy (sociab ility ) T o  id en tify  persons 
o f  ou tgo in g , sociable, participative 
tem peram ent.
A w k w ard , conv en tio n a l, q u ie t, subm issive , 
and unassu m in g ; as b e in g  d etached  an d  p as­
sive  in  a tti tu d e ; and  as b e in g  suggestib le  and 
overly  in fluenced  by o th e rs ’ reac tio n s and 
op in io n s.
C lever, en thusiastic , im ag in a tiv e , q u ick , in ­
fo rm al, spon taneous, and ta lk a tiv e ; as b e in g  
active and  v igo ro u s; and  as h av in g  an ex p res­
sive, e b u llie n t na tu re .
4. Sp (socia l presence) T o  assess fac­
tors such as poise, spontaneity, and 
self-confidence in persona! and social 
in teraction.
D elib e ra te , m oderate , p a tien t, se lf-re stra in ed , 
and sim p le ; as v ac illa tin g  and u n certa in  in  
d ecision ; and  as b e in g  lite ra l and  u n o rig in a l 
in  th in k in g  and ju d g in g .
In te llig en t, o u tspoken , sh a rp -w itted , d em an d ­
in g , aggressive, and  se lf-cen tered ; as b e in g  
p ersuasive  and  verbally  fluen t; and  as pos­
sessing  Self-confidence and  se lf-assurance.
5. Sa (self-acceptance) T o  assess fac­
tors such as sense o f  personal w orth, 
self-acceptance, and capacity for in de­
p en d en t th inking and action.
, M e th o d ic a l conservative, d ep en d ab le , conven­
tional, easygoing, and  q u ie t; as se lf-abasing  
and g iven  to fee lings o f g u il t  and se lf-b lag ie ; 
and  as be in g  passive  in  ac tion  and n a rro w  in  
in terests .
E nergetic , en te rp ris in g , a le rt, am bitious, an d  
v e rsa tile ; as b e in g  p ro d u c tiv e  and active; and  
as v a lu in g  w o rk  and  effo rt fo r its  ow n  sake.
6.- W b  (sen se o f  w ell-b ein g) T o  id en ­
tify  persons w ho m inim ize their w or­
r ies  an d  c o m p la in ts , an d  w h o  are 
relatively free from  self-doubt and d is­
illusionm ent.
U nam b itio u s, le isu re ly , aw k w ard , cau tio u s , 
apathetic , and  conv en tio n a l; as b e in g  self- 
defensive  and ap o lo g e tic ; and  as constric ted  
in  th o u g h t and action .
j • '
i
\
Class II. Measures of Socialization, Maturity, Responsibility, and Intrapersonal Structuring of Values
P la n fu l, responsib le , th o ro u g h , p ro g ressiv e , 7 .  R e ( r e s p o n s ib i l i t y )  T o  id e n t i fy  Im m atu re , m oody, lazy, aw k w ard , changeab le , 
capable, dignified , and in d ep en d en t; as b e in g  persons o f  conscientious responsible ancl d isbe liev ing ; as be ing  influenced by per- 
conscien tious and d ep en d ab le ; resou rcefu l an d  j  j  j  j -  j  * ’ so n a * bias, sp ite , and  do g m atism ; and  as un- 
efficient; and as be ing  a le rt to  eth ica l an d  and dependable d isposition and tern- d e r .c o n [ r o l l e d and jn lp u ls ive in  behav io r, 
m oral issues. peram ent. ■ —
Serious, honest, in dustrious, m odest, o b lig in g , 
s incere, and steady; as be ing  conscien tious and  
responsib le ; and as be in g  se lf-deny ing  and  co n ­
form ing .
¥
S. So (socia liza tion ) T o indicate the 
degree o f  sociaf maturity, integrity, 
and rectitude which the individual has 
attained.
D efensive , d em and ing , o p in io n a ted , re sen tfu l, 
stu b b o rn , .h e a d s tro n g , rebe llio u s, and  u n d e ­
p endable ; as b e ing  g u ile fu l and  dece itfu l in  
d ea lin g  w ith  o th e rs ; and  as g iv en  to  excess, 
ex h ib itio n , and o ste n ta tio n  in  th e ir  behav ior.
C alm , p a tien t, p ractical, slow , se lf-deny ing , 
in h ib ited , th o u g h tfu l, and  d e lib e ra te ; as b e in g  
s tr ic t and  th o ro u g h  in th e ir  ow n  w o rk  and in  
th e ir  expectations fo r o th ers; and  as b e in g  
h onest and conscien tious.
9. Sc (se lf-con tro l) T o  assess the de­
gree and adequacy of. self-regulation  
and self-control and freedom  from  im- 
p ulsiv ity  and self-centcrcdness.
Im pulsive , sh rew d , excitable, irritab le , self- 
cen tered , and u n in h ib ite d ; as be in g  aggressive 
and assertive; and  as overem p h asiz in g  p e r ­
sonal p leasu re  and se lf-gain .
E n te rp ris in g , in fo rm al, qu ick , to le ran t, c lear- 
th in k in g , and resourcefu l; as b e ing  in te llec tu ­
ally  ab le  and verbally  fluent; and as h av ing  
broad and varied  in terests .
10. T o  (to leran ce) T o  identify  per­
sons w ith  perm issive, accepting, .and 
non-judgm ental social beliefs and atti­
tude.
. Suspicious, narrow , aloof, w ary, and  re tirin g ; 
as b e in g  passive and overly  ju d g m en ta l in  a t­
titu d e ; and as d isb e liev in g  and d is tru s tfu l in 
p ersonal and  social ou tlook .
C o-operative, en te rp ris in g , o u tg o in g , sociable 
W arm, and  h e lp fu l; as b e in g  concerned  w ith  
m aking  a good im press ion ; and as being  d i l i ­
g en t and persis ten t.
11. G i (g o o d  im pression) T o identify  
persons capable o f  creating a favorable 
im pression, and w ho are concerned  
about h ow  others react to them.
Inh ib ited , cau tious, sh rew d , w ary, a loof, and  
re sen tfu l; as be in g  cool and d is ta n t in  th e ir 
re la tionsh ips w ith  o th ers; and as be ing  self- 
centered  and too li t t le  concerned w ith  the 
needs and w an ts o f  o thers.
78
iui£iv j. SCALE A N D  PURPOSE
!
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• 7 < f>- ‘'A- 't-ijt:-
Class 11. Measures of Socialization, Maturity, Responsibility, and Intrapersonal Structuring of Values
__ ! (C o n tin u e d )
D ep en d ab le , m oderate , tac tfu l, reliab le , sin- ' 1 2 . Cm (com m unnlity) T o indicate Im patien t, changeable, com plicated , im agina- 
cere, pa tien t, steady, and realistic ; as b e ing  d cr>rCe to which an individual's t've’ d isorderly , nervous, restless, and  con-
h onest and  conscien tious; and as hav ing  com- X _ ___ l _______________fused ; as be ing  g u ile fu l and  d ece itfu l; inat-, , . , ° \ reactions and responses correspond to . . t e e ,  , , . . 
m on sense and  good  judgm en t. , , , ,  1 ... 1 , : ten tiv e  and fo rg e tfu l; and as h av in g  in te rn a l
, the m odal ( com m on ) pattern estab- conflicts an d  p rob lem s. ' 
lished for the inventory. -- -----
Class III. Measures
C apable, co-operative , efficient, o rgan ized , re ­
sponsib le , stable , and  sincere ; as be ing  p er­
sis ten t and in d u str io u s; and as va lu ing  in te l­
lectual activ ity  and in te llec tual ach ievem ent.
of Achievement Potential and Intel 
13. A c (a c h ie v e m e n t v ia  co n fo rm -  
. ance) T o  id entify  those factors o f  in ­
terest and m otivation which facilitate 
achievem ent in any setting where con­
form ance is a positive behavior.
ectual Efficiency
C oarse, stu b b o rn , a loof, aw k w ard , insecure, 
and o p in io n a ted ; as easily  d iso rgan ized  u n d er 
stress o r  pressures to conform ; and  as pessi­
m istic  abo u t th e ir  occupational fu tu re s .
M atu re , fo rce fu l, strong , d om inan t, d em an d ­
ing , and  fo res igh tcd ; as being  in d ependen t 
and  se lf-re lian t; and as hav ing  su p e rio r in te l­
lectual ab ility  and judg m en t.
14. A i (achievem ent via independ­
en ce) T o  identify  those factors o f  
interest and m otivation which facili­
tate achievem ent in any setting where 
autonom y and independence are p osi­
tive behaviors.
In h ib ited , anx ious, cau tious, dissatisfied , d u ll, 
and w ary ; as be in g  subm issive and co m p lian t 
b efo re  au th o rity ; and as lack ing  in  se lf- in s ig h t 
and se lf-u n d erstan d in g .
E fficient, c lear-th ink ing , capable, in te llig en t, 
p rogressive, p lan fu l, tho ro u g h , and resource­
fu l;  as b e in g  a le rt and  w ell-in fo rm ed ; and as 
p lac ing  a  h ig h  v a lu e  on  cognitive and  in te l­
lec tual m atters.
15. Ie (intellectual efficiency) T o in ­
dicate the degree o f  personal and in te l­
lectual efficiency which the individual 
has attained.
C au tious, confused , easygoing, defensive , sh a l­
low , and  unam b itio u s; as be ing  conven tional 
and ste reo typed  in  th in k in g ; and as lack ing  in  
se lf-d irec tio n  and  se lf-d isc ip line .
i i ■■■•!
> 3
Class IV. Measures of Intellectual and Interest Modes
O bservan t, sp on taneous, quick , percep tive , 16, Py (p sy c h o lo g ic a l-m in d e d n e ss )  A path e tic , peaceable, serious, cau tious, and 
ta lkative , resourcefu l, and  changeab le ; as T r i  m e a s u r e  t h e  r l e o r e e  t n  w h i c h  t h e  unassu m in g ; as be ing  slow  and d e lib e ra te  in  
be in g  verbally  A*™ and  socially ascendant; jndividuJlI is  interes?ed i n  a n d  r e s p o n . tem po ; and as be in g  overly co n fo rm ing  and 
and as bein g  rebe llio n s tow ard  ru les, restric- . . r  conven tional, 
tions, and  co nstra in ts . . stve to, the inner needs, m o t i v e s ,  and
experiences o f  others.
In s ig h tfu l, in fo rm al, adven tu rous, confident, 
hum orous, rebellio u s, idealistic , assertive, and ■ 
ego istic ; as be in g  sarcastic and cynical; and  as 
h igh ly  concerned  w ith  personal p leasu re  and 
d iversio n .
17. Fx (flex ib ility ) T o indicate the 
degree o f  flexibility and adaptability  
o f  a person’s chinking and social be­
havior.
D elib e ra te , cau tious, w orry in g , in d u str io u s , 
g u a rd e d , m annerly , m ethod ical, and r ig id ; as 
be in g  fo rm al and ped an tic  in th o u g h t; and as 
b e ing  overly deferen tia l to au th o rity , custom , 
and trad itio n .
A pprecia tive , p a tien t, h e lp fu l, gen tle , m oder- IS. Fc (fem in in ity ) T o  assess the mas- O u tg o in g , hard -headed , am bitious, m asculine ,
a te , p e rsevering , and sincere; as being  respect- c u l t n i t y  or fem ininity o f  interests. • active; robust, and restless; as be ing  m anlpu la-
fu l and accep ting  o f  o thers; and as behav ing  ( H * h  scoircs dicate mor femi.nine ' ; « v e  and o p p o rtu n is tic  in d ea lin g  w ith  o th e rs ,
in  a conscien tious and sym pathe tic  way. '  °  . - b lu n t and  d irec t in th in k in g  and ac tion ; and
, interests, low  scores more m asculine.) ■ im pa[ie n £ w ich delay, indecision , and reHec-
• tion.
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APPENDIX B 
Test Weight Questionnaire
This is a question that in no way will affect the grade you 
receive in this class.
Certain graduate students and faculty members are interested 
in your honest evaluation-of a certain aspect of testing procedures- 
at the University of Montana.
On the scale below you will notice percentages from 5 per cent 
to 100 per cent. You will also notice blanks opposite each percentile. 
Please answer the following question by placing a "x" in the appro­
priate blank opposite the percentile.
The Question:
In your opinion* how much weight should the final examination 
have on your final grade?
100% .50%
95% A 5%
90% 40%
85% ' 35%
80% 30%
75% 25%
70% 20%
65% 15%
60% 10%
55% 5%
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APPENDIX C 
Taylor Manifest Anxiety Scale
The statements in this booklet represent experiences, ways 
of doing things, or beliefs or preferences that are true of some 
people but arc not true of others. You are to read each statement and 
decide whether or not it is true with respect to yourself. .If i t ‘is 
true or mostly true, underline the letter T opposite the statement you 
are answering. If the statement is not usually true or is not true 
at all, blacken, that is,- underline the letter F opposite the statement': 
you are answering. You must answer'the statement as carefully and.,... 
honestly as you can. There are no correct or wrong answers: we are
interested in the way you xvork and in the things you believe.
Remember: Underline the letter T if the statement is true or
mostly true; underline the letter F if the statement is false or mostly 
false. Be sure the letter you underline is in the row numbered the same 
as the item you are answering. Mark each item as you come to it; be 
sure to mark one answer for each item.
Here is an example: I would like to be an artist. T F
If you would like to be an artist, that is, if the statement is true 
as far as you are concerned, you would underline the letter T, If 
the statement is false, you would underline the letter F,
If you have any questions, please ask them now.
1. I like mechanics magazines. 1. T F
2. I have a good appetite. 2. T F
3, I wake up fresh and rested most mornings. 3. T F
A. I do not tire quickly. A. T F
5. I am often sick to my stomach. 5, T F
6 . I- like to read newspaper articles on crime. 6 , T F
7. I am about as nervous as other people. 7. T F
8. My
me
■ daily life is full of things that keep 
i interested. 8. T F
9. I am about as able to work as I ever was, 9. T F
10, There seems to be a lump in my throat- much
of the time, -• , 10. T F
11., I have very few headaches, 11, T ' F
12. I enjoy detective or mystery stories, 
* *
12, T
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F
13 • I worry quite a bit over possible troubles. ■ . 13* T F
14-. I practically never blush. !4. T F
15. I am often afraid that I am going to blush. 15. T F
16. I have nightmares every few nights, 16., ...T .. - F
17. My hands and feet are usually warm enough. 17. T F
18. I sweat very easily even on cold days. 18. - T _JF
19. When embarrassed I often break out in a sweat 
which is very annoying. 19. T F
20. I do not often notice ray heart pounding and I 
am seldom short of breath. 20. T F
21. I feel hungry almost all the time. 21. T F
22. Often my bowels don’t move for several days 
at a time. 22, T F
23. I have a great deal of stomach trouble. 23. T F
24. At times I lose sleep over worry. 24. T F
25. My sleep is restless and disturbed. 25. T F
26. I ofteii dream about things I don’t like to 
tell other people. 26, T TTX
27. I am easily embarrassed. 27, T F
28. My feelings are hurt easier than most people. 28. T F
29. 1 often find myself worrying g.bout something. 29. T F
30. I wish I could be a happy as others. 30. T F
31. I am usually calm and not easily upset. 31. T F
32. I cry easily. 32, T F
33. I feel anxious about something or.someone 
almost all of the time. 33, T t?j.
34. I am happy most of the time. 34. T F
35. It makes me'nervous to have to wait. 35. I F
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36. At times I am so restless that I cannot sit 
infa chair for very long. 3.6, T F
37. Sometimes I become so excited that I find it 
hard to get to sleep. 37. T F
38. I have often felt that I faced so many 
difficulties I could not overcome them. 38. T F
39. At times I have been worried beyond reason 
about something that really did not matter. 39. ~ T F
40. I do not have as many fears as my friends. 40, T F
41. I have been afraid of things or people that 
I know could not hurt me. 41. . T F
42. I certainly feel useless at times. 42. T F
43. I find it hard to keep my rnind on a task or 
job. 43. T F
44. I am more self-conscious than most people. 44, T F
45. I am the kind of person who takes things hard. 45. T F
46. I am a, very nervous person. 46. T F
47. Life is Qften a strain for me. 47. T F
48. At times I think I am no good at all. 48, T F
49. I am not at all. confident of myself. 49. T F
50. At times I feel that I am going to crack up. 50. T F
51. I don't like to face a difficulty or make an 
important decision, — 51, T F
52. I am very confident of myself. 52. T F
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APPENDIX D
The Cromwell-Oaks Predictive Speech Efficiency Test
Directions; The questions to follow are of a true-false variety.
Answer the question by placing either a _t for true or 
a _f for false in the space provided.
________  1, To adapt yourself at first to participating iri'classroom
discussion, you should, remain silent if the subject of 
the discussion does not interest you,
_________ 2. The display of words for their own sake characterizes
the "gibbercr,"
   3, The most important rule to follow for effective partici-
pation in classroom discussion is to comment on every 
topic presented.
_________ 4, Fluency, poise, control of voice, and coordinated move­
ments of the body mark a skillfull speaker.
  5, An extemporaneous speech is sometimes planned and often
memorized,
______  6, Effective delivery depends solely on heing natural and
looking at the audience.
_______ 7. Public speaking is described as practical because it is
practiced in society.
.______  8, Vocalized labels are useful for ordering one's environ­
ment,
;__________ 9, Self-references, Internal conversations, and self-testing
enable a person to, manifest his self-identity.
________  10. Words probably make us what we are.
________ _ 11» The. pleasure associated with the activity and sensory
vibrations of speaking is generally confined to infants 
and deaf children.
_________ 12, Children use preq-questions to probe their environment 5.n
detail.
  13. "Social facilitation" refers to a speaker's manner.
  14. Modern psychologists are fairly certain that man’s rea­
soning faculty determines his beliefs and actions.
._____ 15.' Words omit more information than th,ey contain,
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16. Knowledge gained from experimental studies is invariably 
reliable information about speech communication*
17. Beliefs and facts influence attitudes.
18. A successful speech must have a purpose that is precise 
and intelligible.
19. One’s perception generally remains unaffected by a com­
munication. ' ...
20, You can entertain an audience by changing their atti­
tudes toward social issues,
21. Persuasion relies only on evidence and argumentation.
22, Communication is impossible when the audience has fixed 
beliefs,
23. Audience attitudes do not ordinarily change during a 
speaker’s presentation,
24, Physical movement can serve as a transitional device 
between ideas in one’s speech,
25. Conventional gestures are a sort of universal sign lan­
guage ,
26., Since bodily communication must be natural, it is unwise 
to practice gestures and movements,
27, Strictly speaking there is no such thing as a vocal comm­
unication,
28, Vocal climaxes may use either increased or decreased 
vocal power.
2.9. The didactic method of assembling the forms of support
consists of stating the conclusion first, then, presenting 
the proof, and finally restating your conclusion,
30, A systematic arrangement of your ideas benefits only the 
audience.
31, Subpoints should receive an emphasis that is equal to
but' not exceeding the emphasis, given to a principal idea.
32, A rough draft outline can be used as a .check on all
materials before the final outline is finished.
33, Host people agree on the meanings of words such as.
"cheap" and "slow."
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34, People differ in the degree to which they are sensitive 
to different types of imagery.
35, Use a summary ending for your speech when your purpose
is to.-arouse enthusiasm or to deepen a feeling of res.pect,
36, Attention involves focusing a listener's mind on several 
elements of incoming stimuli.
37, In an informative speech, about one third of the avail­
able time should be devoted to the body of the speech,
38, The purpose of persuasive speaking is to gain under­
standing,
39, A persuasive speech must make a direct appeal to the 
listeners if it is to succeed,
40, Generally, people enjoy public recognition of their 
imitation and pride motives,
41, A speaker who wishes to secure good will must make a 
definite request for the approval of his audience.
42i Members of a discussion group must be reasonable about 
compromising their opinions,
43, A discussion leader usually has the right to control the 
• direction and conclusion of a problem.
44, Communication research has developed methods of question­
ing that are useful in learning about the speaking process,
45, How we talk about a process probably . conditions how7 we 
think about it.
46, The concept of process stresses.- the unidi.recti.onal nature 
of communication.
47, Within an act of communication, determining who the 
speaker and listeners are is an easy task.
48, If an audience is largely equal i.tarian, a well-reasoned 
message probably will have little persuasive impact.
49, Communication research will eventually establish the 
truth or falsity of value statements about the speaking 
process,
50, Communication research can assess the ethical and. aesthet­
ic views that people hold toward the speaking process.
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APPENDIX E
« •
Dialogue Proceeding Administration of TKAS
Instructor: Before I'hand back your predictive speech efficiency exams, .
I would like you to give your attention to Dr. Baker who 
would like to talk to you.
Drk Baker: Thank you _________ • I am interested in certain charac­
teristics of Communication 111 students, and would like to 
' use this time..to gain some further information, (motioning)- 
Could you please space yourselves at least two seats apart,.. - 
at this time. ' ”
(enter messenger, another professor)
Messenger: Dr. Baker, could I please see you for a moment?
.. /
(exit Dr. Baker and messenger, short interlude)
(enter Dr. Baker)
Dr. Baker: M r . __________f would you mind if I left for a few minutes,
some business has come up that I must take care of.
Instructor: Sure Dr. Baker,
(exit Dr. Baker)
While Dr. Baker is gone, I ’m going to hand back your predictive 
speech tests. Remember that.the grade you receive on this 
test is indicative of the grade you will receive in this class. 
Also, remember that today is the last official day to drop 
class, (starts handing back speech tests)
(enter Dr, Baker)
Dr. Baker: Apologizes to Mr, . Asks students to place all
material off their desks. He then administers the TKAS,
APPENDIX. F
Content Analysis Categories and Data
Subjects. TKAS Physical Psychological
  S core , ■ •
S1 1 . 37 . What if I'm stupid. two years H.S, wasted
I was in a class of 
pPTtinsns.o 22 The test didn't worry me. Immediately 
I didn't feel any anxiety. felt resentful. .
3 3 20 - It gave me incentive. My first reaction was
one of depression.
\ 15 I was really worried, I was a little
depressed,
3 5 32 . I was very upset, and ashamed.
S6 .19 I began to perspire and 
my stomach was upset.
My immediate reaction was one My embarrassment 
of embarrassment and extreme turned to anger, 
disappointment.
" S' ■ 7 ' ""2 3 My stomach was upset. I wasn’t really to upset,., although I don't 1'ike receiving 
a low era.de. on arrv test.
3 8 26 ' \ Even a slight bit of shock My main feeling was 
of doing so poorly. one of anger.
S 9 :■ 15 fry s.toraach dropped 
about 3 feetc
It scared meJ
sio
1
14
:
....... ........... .....
I got what I thought I should 
have.
i ■ - - . ......  - - — ... - - ■ - ■ ...-.
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Ins truetor:
Mr. Poirot:
Messenger :
'Mr. Poirot:
Instructor:
Ins true to?::
APPEROIX G
ialogue. Proceeding Administration of i'IFlACS
Before I hand back your Psychology exams, I would like 
you to give your attention to Mr. Poirot from. Market 
Research,Inc. who would like to work with you.
Thank y o u    . I am interested In the evaluations
college students hold to certain, products, I would, 
like to.use you to gain some data, (motioning) Could 
you space yourselves at least two seats apart at this 
time.
(enter messenger)
Mr. Poirot, could I see you for a moment?
(exit Poirot and Messenger) (short interlude)
(enter Mr. Poirot)
Mr. ___________, would.you mind if I left for a few minutes,
some business has come up that I must take care of.
Sure Mr. Poirot.
(exit Mr, Poirot)
I am. going to hand back your tests. You will notice the 
normalized breakdown"of the test scores on the first page. 
Please remember that these test scores reflect 1/3 of 
your entire grade. In general, however, I am fairly- 
pleased with the overall results.
(enter Mr, Poirot)
(Apologized to Mr, ___,) Asks student to place
all material off desksJ  goes through.persuasive
messages. (See General Procedures page 4Q)
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APPENDIX H 
Outline of Lecture on Fear
I, Then certain defense mechanisms to painful or threatening stimuli 
go into a human reaction mechanism, a certain pattern of responses 
occur as unconditioned reactions.   jh'
A. When these reactions, develop in the presence of a stimulus, 
which may be perceived as realistically threatening, fear 
rather than anxiety may be produced.
B. Anxiet}1-, although rather somewhat loosely defined, i s  -
generally used to refer to the same reaction pattern as 
fear when it is made in the presence of stimuli which are 
not intrinsically threatening. Anxiety, then, refers to 
the fear response when it is made to stimuli which elicit 
its physiological manifest reactions on the basis of.past 
learning.
C. Tonight we are here to look for some of the'manifest reactions 
of a heightened anxiety or fear state. First, I will inform 
you as to the overt signs of anxiet}- and then we will view
a videotape,
II. There are several means for measuring an anxiety or fear state; 
subjective reports may be utilized, or certain psychological 
test may also be used.
A, However, to measure overt anxiety or fear, certain overt', 
verbal, or non-verbal behaviors may be analyzed.
B, Tonight, we will deal with certain non-verbal behaviors 
characteristic of fear or anixiety reactions, This activity 
will be confined to the face and facial expression and certain 
motor activities of the body,
1. First let us discuss certain face and facial expressions, 
a. I ’n sure we all realize that the face is divided into 
certain components such as the mouth, nose, eyes, 
and eyelids. r!hat you may or may not know, is that 
■ the facial features may communicate certain moods 
to observers. Tonight'you'will be observers and the 
mood to be communicated will be fear, 
tv;, You will notice from the pictonorphs certain
characteristics of individuals who might exhibit 
characteristics of anxiousness or fearfulness.
These characteristics include:
1) medually upturned eye brows.
2) medually downturned eyebrows,
3) downcurved mouth,
A) straight mouth.
Notice, that these characteristics nay be combined 
with one another and also four different sets of eyes. 
These characteristics include:
1) the dot,.
. 2) open " . .
3) half-closed 
A) closed.
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c. Now then, we have a total number of eight facial 
combinations. These faces will be referred to as 
letters from now on,.
2, The second means of identification of foar includes 
certain motor, activities, ;
a. Motor activity includes several components:
1. Any hyperactivity associated with the limbs
. or appendages of the body may be characteristic 
of the psychological state of anxiety.
.2, These include:
a, wiping the forehead,
b, touching the cheeks of the 'face,
c, chewing finger or fingernails.
d, covering the mouth,
e, moving head from side to side,
f, moving body from side to side, 
g* moving eyes rapidly,
h., moving fingers rapidly
i. any extra hyperactivity.
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APPENDIX . I 
Facial Expression Deflective of Fear
A B C
D E F
6 H
APPENDIX J 
Motor Activities Associated With Fear
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1# Wiping the forehead,
2, Touching the cheeks of the face,
3* Chewing finger or fingernails,
4. Covering the mouth.
5. Moving head from side to side,
6. Moving body from s ide to s ide,
7. Moving eyes rapidly,
8«s Moving fingers rapidly,
9, Any'extra hyperactivity (explain if used).
APPENDIX K 
First Page of MRACS
M A R K E T S T U D I E S  I N C O R P O R A T E D
Northwest Region 
P . O .  Box 1663 
Spokane, Washington
‘'••’-APPENDIX -- 
Sample Questionnaire**
EXPLANATION
Please Read Carefully
This is a survey to find out what opinions consumers have on developments 
from new product research, This is not a "test" or "examination," There 
are no "right" or "wrong” .answers to these questions. They are just 
.matters of personal opinion on which some people have one idea while 
other people have a different idea. What we want is just'your own 
honest, personal opinion on these questions, given to the best of your 
knowledge and understanding.
Occupation
Age (optional)
Check appropriate square:
Male  __ Female C Z 1
TURN THIS. PAGE'UNDERNEATH WHEN COMPLETED ...
DO NOT LOOK BACK
APPENDIX L
Scales of MRACS
FORM NUMBER 1, 2, 3, ^"''APPENDIX —
Sample Questionnaire**
INSTRUCTIONS
Please rate the separate questions on the scales that follow* Note 
that there are seven steps on each scale.
A mark at one end of the scale means "extremely." A mark in the position 
second from the end means "quite." A check in the position third from • 
the end mean "slightly." A check in the middle position' on any scale 
means that you are neutral or undecided or do not feel that the scale 
can be answered.
Only one position should be checked on any scale, but please check 
all scales. Place checks on the lines, not on the dividers.
Which stocking do you think has the better feel?
Brand L ;• :  : ;    :  : Brand A
Which stocking do you think has the better weight?
Brand L  : ____: _______t ; _____ :  :    : Brand A
Which stocking do you think has the better texture?
Brand L  r  :  : ___: _____ :  _________    : Brand A
Which weave do you like better?
Brand L : _____ : ________ ___ : _____ :  :  : Brand A
Which stocking would have the better fit?
Brand L . :  :  :___ ____________: ____ : _: _: Brand A
Which stocking would be more durable?
Brand L   : : _____ :______ : _____ :  :  : Brand A
Which stocking would be the better "buy" for the money?
Brand L ;  : : ;  _____ : _____ :  Brand A
How would you rate your general confidence in the decisions you 
•have made in the above scales?
Confident ; : : : : : : Not Confident
TURN THIS PAGE UNDERNEATH WHEN COMPLETED....DO NOT LOOK BACK
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APPENDIX M 
KRACS Messages’
MESSAGE ONE'
v
■ "Fibers are today one of the most important considerations when 
purchasing nylon stockings. This is why Brand L is such a break­
through to the consumer. A product of recent industrial research, 
the fiber in Brand L is called Cantril and is a wrinkle-free crimp 
nylon that’s designed to fit and feel better. Unlike the other brand,
'it Is not as coarse nor as given to sagging. It will sell at slightly 
above todays stocking prices, yet the increase will be justified by 
its elegant appearance, fit and feel. The stocking represents the 
culmination of tweTty years of research to find the most elegant look 
and feel of any stocking on the market."
Experimenter summarizes: "In summary then, Brand L is noted
particularly for its fit and elegant feel
MESSAGE TUO .
"Brand A also represents the culmination of highly-innovative 
research within the nylon industry.. The fiber in Brand A is called 
Agilar and is far more resistant to runs and.snags than the other brand0 
This stocking design utilizes a unique new contour construction which 
promises to combi.ne outstanding-fit with high durability. Research, in 
fact, has shown Brand A is far more durable than any stocking on the 
market. This gain in durability'is not at the expense of fit, The 
name Agilar also refers to another quality: the fiber’s multi-directional
stretch quality will provide greater freedom and agility of movement,"
Experimenter summarizes: "In summary then, this brand, Brand A, Is
noted particularly for its fit and durability
is
4$•*N.
1
Vi
I
'4'
- I
1
tu
fcr-r*
c*fi
©t-k
E™>IUmKCi*nlratf) 
VA
e =2LLi
Q
pg
h.
oa
cr»<
oC-jo APPENDIX N
S tan d a rd  Scores
©
o CM
■CO
CO Cs-
fA
CM
CO , t>- 
C\j CM
e IA (M W (\l I W
CM i CM
<?:
o|
CO
o
o
y
SOJOO5 pJOpuDJJ
St
cn
dc
rd
 
Sc
or
es
PRO&LE SE-3EET FOR im  . ytydofoflsd SmntijX j
Ag o  . Ooto Tested .
O l h o r  I nforma t ion .
Wefes:
Da Cs S / Sp Sa W b Do Sc To d  C d  Ac Ai So Py Fo
35
9053
30
4 0 20 20 GO50 3030 3 0
50
50 50
35 7070 45 45
30 3535 25 2525 45 30
30 6020
35
4030 3025
20 20
2050 30
35
20
3520 4040
20
20
2025
20 303030 2520 20
20 to
2020 20 2525
20
20
ToX/b Ro
3 5  23.
Do so
Ex 20 20 _3i
27 13 25 3'f 2b 36 2b 2? 23 15 2'/ 23 22 22 35 . 17 1;+ 18
PLI0F2LG S H E E T  rOR T M 5  <&aM ornia $h-tjcftioffiqica£
N o m e A g e  . Doto Tested .
O t h e r  I r e f o r ma t i o n .
fl •O'O •
Do ' Cs p So V/b Ro So Sc To Gi Cro Ac -AI 5a Py P» Fa
"2 .50 -
D * 423
- 4 0 — 20
—  40
—  40 —  4 0
—30
-20
U
Do Cs Sy Sp Sa \7b Ro So Sc To Gi Cm Ac Ai !o Py Pa FoV ■
Ex 21 12 .33 3iL. §6 _29' 22, .22. _18 16 . 1 2 _23 J21. _22 JL9- .IQ 11- JL3'. u
C 26 22 23 33 .19 29 22 3° 13 ....13. 12 23 22 18 36 12 16 9 '
.iwi ssc
\ \
APPENDIX 0
Matched Subjects of .High,-'I,ov; Categories of C. P. I.
Subjects’ Characteristic I Characteristic II' Characteristier III Characteristic IV
 '________ H i_P;h________ Lou______ High__________ Low H igh____________Low Hip.h__________ Lowy ' 1 , x} ’ ,, i rn ---------------
Exl> C1 ■■ "x.....
) vjV X • . X
X ■ X X - '
,"'x3? X X X
Mx*, £e, X X X X
lir.5, C s . \7A X X
Kx6 , C6 X X X X
^ 1 . ^ 1  . X VA X
l-xq, Cf5 .X V/V X
Exg, Cq V X X X
Cio X X
Kxn, C n V.A \ r X X
-̂'12. c!2 X \ rA X
Ey1S CM.3 X X X
_;^1A;eV!.. ■ ■ ■ X ' ' ' X k VA
15.^15 X •S/A X
E::L6.C16 \ rA. X X
l<*ll ('17 X X X
‘;'XL8, C18 X X
Ex-, 9. t X X X
'Kx20.C20 Y*i. X X X
